















IT’S THE OLD 








.»- YOu ve seen it 7 
..- you ve seen it with your Silver Mark-up, too 








But your profit doesn’t do a disappearing act if _— EXCLUSIVE FEATURES 
handle Holmes & Edwards Inlaid. 
Holmes & Edwards Inlaid is 


Authorized Dealers of Holmes & Edwards Inlaid * the only nationally adver- 


make a full profit. And it’s no trick either. tised line sold direct to the 
Holmes & Edwards Inlaid is sold to the retail trade Authorized Dealer. 

at just one price. Every retailer, however small, Holmes & Edwards Inlaid is 
receives the same price. the only nationally advertised 
The full mark-up on Holmes & Edwards is assured line to offer Sterling Inlaid 
because the line is sold direct to retail silverware quality. 

merchants only. Every one of them wants a full +n ae 


profit. They all sell at the regular suggested retail prices. 





a tional Silver Company 


_ -_ ) —_— . J —the world’s largest man- 
Full — protected — profit. That’s something! In fact, siiiiedad tis atiiainieaitinyensiiay “eam 


everything about Holmes & Edwards Inlaid is some- hanenet ebentieer eb iiemseeen, 
thing to think about. onto, uss. PATENT OFF 


HOLMES « EDWARDS INLAID 


“SOMETHING MORE THAN PLATE” 
THE DIRECT-TO-RETAILER LINE . . . SOLD THROUGH AUTHORIZED DEALERS ONLY 


INTERNATIONAL SILVER COMPANY, HOLMES & EDWARDS DIVISION, Meriden, Conn. 
NEW YORK, 9-19 Maiden Lane CHICAGO, Merchandise Mart SAN FRANCISCO, 150 Post St. ST. LOUIS, Ambassador Bldg. 
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JEWELERS ' 
CIRCULAR 


IS THE ONLY ABC GUARANTEED 
PAID CIRCULATION PAPER IN THE FIELD 


eee naemananemnernnneren annem Buying advertising in a paper without 
the A.B.C. guarantee is like buying 





silver without the “Sterling” mark, or 
gold without the “Karat” stamping. 
It’s unknown goods — and today’s 


advertisers can’t gamble with their 





advertising dollars — they’ve got to 


know. 


THE JEWELERS’ CIRCULAR, for 


64 years the recognized authority and 





leader in the Jewelry Industry, is the 





only Jewelry publication that regu- 





larly makes its circulation figures 





available to prospective advertisers 







-\ through the reports of the Audit 


\\ 


Bureau of Circulations. 


We invite Circulation Comparison and 


The A.B.C.—founded in 1914—is made : ° ° 
up of business papers, newspapers, mag- Editorial Analysis. 


azines, farm papers, national advertisers 
and advertising agencies—a cooperative, 


non-profit organization that stands for 
honest, known, paid, audited circulation. ——— conan BS 
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SPEAKING OF THE JEWELRY TRADE a4 «a a 


A distinct 


manifestation that diamond prices are 
stiffening and that the demand among 
the public is growing is to be found in 
the prices realized at the auction sales 
attended by dealers, appraisers and 
others who invest in the stones for 
resale. At the sale of the Providence 
Loan Society held in New York, the 


THIS LOOK, 


* ad 


early part of May, the prices realized 
were greatly in excess of those of 
previous sales, whereas at previous 
sales diamonds did not bring the 
wholesale or import price. At the 
sale around May 4, the prices realized 
were above the ordinary retail price. 
As one prominent manufacturer ex- 
pressed it when telling of his expe- 
rience, “I was much surprised at the 
way the real diamond buyers were 
bidding up these goods. We had 
intended to buy a large quantity in the 
hope of getting them at something like 
the import price and I marked a cata- 
log with prices that I thought we 
could pay. Under ordinary circum- 
stances, the prices that I had arranged 
to bid would have taken 50 per cent 
to 70 per cent of the stones put up but 
at the first day’s sale I was not able 
to bid in one item. My prices were 
not 10 or 20 per cent off but they 
were sometimes 60, 70 and 80 per 
cent off. Pieces that I ordinary could 
have bought in for $200 sold for 
$500; pieces that I figured at getting 
for $100 sold for $300 and so on 
through the list. It was evident that 
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the investor in diamonds now realizes 
that prices were on the upgrade and 
will advance materially.” 


, @ 4 


i date the caption 
“A House in Good Order” one of 
America’s leading retail jewelry 
houses, Black Starr & Frost-Gorham, 
Inc., ran an advertisement which ex- 
cited comment both within and with- 
out the industry for its unusual, yet 
appealing qualities. It read: 
“Tn all its long history this house 
has passed through periods of depres- 


THAT _GIVES US AN we: 





sion, and has many times met and 
solved the problem of holding fast to 
quality and meeting prices of the 
moment. We have done it again 
these past three years. 

“We have lowered our prices so 
that they have been in step with cur- 
rent conditions. We have offered 
certain items at sharp reductions, thus 
affording many discriminating people 
unusual opportunities of adding to 
their jewel and silver collections. We 
have constantly replenished our stocks 
at favorable levels, and have shared 
our advantage with our patrons— 
and, above all, we have held fast tu 
unquestioned quality. 

“With our house in good order, we 
are looking forward. We are creat- 
ing new and beautiful pieces that re- 
flect our more-than-a-century stand- 
ard of quality, presenting them at 
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new and compelling prices. We 
shall demonstrate this ability to har- 
monize quality and price by a series 
of special offerings shortly to be an- 
nounced. We suggest that you watch 
for them.” 

Perhaps there is a suggestion here 
that other jewelers may wish to fol- 
low, not only in advertising but in 
the business policy which they wish 
to emphasize. 


+ ¢ 4 
A letter which 


Swartchild & Co. recently sent to 

their force of salesmen is indicative 

of their optimistic attitude. It says: 
“ . A new confidence is taking 
the country by storm. Everywhere 
there has arisen a new and hopeful 
feeling which is bound to be reflected 
in the results of your work. The 
necessary bank holiday, throughout 
the country, is now over and every- 
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where what was once pessimism and 
fear is now optimism and confidence. 
This is the time for salesmen to go 
about their work with renewed vigor 
and a refreshingly pleasant whole- 
heartedness, knowing that the future 
is promising... .” 
This expression of opinion will un- 
doubtedly be encouraging to jewelers 


and watchmakers everywhere. 
q+ ¢ 4 


A recent issue 
of the news-letter of the Associated 
Coffee Industries of America contains 











this salesman’s check list under the 


heading, “Why I Lost That Order”: 


1. I lost the order because I was afraid 
the buyer would say “No.” 

2. I called without knowing anything 
about the prospect’s business or needs. 
3. I lost the order to a firm whose price 
was lower, because I didn’t have 
enough facts to prove my product was 
worth the money. 

4. I had neglected my prospect too long 
—a competitive salesman beat me to it 
because he was there asking for the 
order. 

5. I let myself get into an argument 
with the buyer—which I won. That is 
why I lost the sale. 

6. I too willingly accepted the buyer’s 
objections. 
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Wat with fraudulent 


advertising, fake sales, low and unfair 
settlements, unlawful auctions, vest 
pocket selling, wholesaling-retailing, 
the industrial catalog evil and a score 
or more of abuses sucking the very 





life blood out of the legitimate retail 
jeweler, we must see that we need 
to practise critical loyalty to the only 
body that is striving to work for our 
salvation, namely, our jewelry asso- 
ciation.” ‘This was one of the points 
emphasized in his message on “‘Loyal- 
ty” delivered by A. C. Hentschel, be- 
fore the 28th annual convention of 
the Wisconsin jewelers. He also 
said: 

“During normal and _ prosperous 
years it is a comparatively easy mat- 
tér to guide and direct the business 
of an association. Members are will- 
ing, yes, anxious to pay their dues, at- 
tend conventions and contribute of 
their time and talents to its success; 
but the past years have indeed tested 
the courage, patience and persever- 
ance of your officers as well as the 
members generally. Your officers 
have carried on the association’s af- 
fairs on a much reduced budget, keep- 
ing expenses as near to receipts as 
possible, and only by careful watching 
of our treasury during the past eight 
years are we able to present the sol- 
vent financial position that we do to- 
day. 

“The jewelry business, in fact, 
every trade group needs an organiza- 
tion more today than when every- 





thing is running along smoothly. 
Those who discontinue membership in 
your state association are not only 
hindering progress locally but nation- 
ally as well.” 
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7 sa 
t seems strange 
said a New York jewelry manu- 
facturer recently, “that though our 
restrictions on gold have had a 
direct effect in increasing the 
price of many metals, particu- 
larly platinum, silver and_ others 
used in the jewelry trade, the price 
of gold itself has not advanced. 
Gold in the United States is worth 
today no more than as it always has 
been, though in England and the 
other countries that have gone off the 
gold standard, gold is quoted at a 
decided premium and fluctuates in 
price as do other metals. The reason 
for the condition in this country lies 
in the fact that the price of gold is 
tied up to the dollar. Under the laws 
of the country, 22.3 grains of pure 
gold or 25.8 grains of gold 9/10ths 
fine is a dollar. Until Congress 
shall change the content of the gold 
dollar by law, gold will remain at its 
present price, a little over $20 an 
ounce. 


¢ 6 4 


By offering 
installment settlements to a group of 
charge account customers whose bal- 
ances were 60 days or more past due 
a Kentucky dealer collected more 
than 60 per cent of these accounts 
and also won the goodwill and un- 
interrupted patronage of a large num- 
ber of regular customers, reports a 
recent survey by the Merchandising 
Data Bureau. 

This merchant mailed to his cus- 
tomers whose accounts had not been 
paid, a card on which they were 
asked to insert the amount they would 
pay each week. The card was ac- 
companied by a letter discussing the 
merchant’s need for the money and 
expressing an understanding of the 
customer’s situation. Some of the ac- 
counts were very low and payments 
were as low as 50 cents per week, but 
more than 60 per cent of them were 
paid up in full within six months. 

It is reported that by bringing the 
customers into the store to make 
their payments, goodwill was built up 
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by the store and the customers cop. 
tinued to spend their cash in the store 
for their current requirements. 


q+ ¢ 4 
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The crying necessity 

of the jewelry trade at the present 
time is to trade up, not down.” This 
was the message of H. Victor Paul, 
chairman of the American National 
Retail Jewelers Association Commit- 
tee on Trademarks & Qualities in his 
address before the convention of the 
New York state jewelers at New- 
burgh, last month. In part he said: 
“There can be no doubt that the 
steady trading down has hurt our 
stores. The important thing now is 
to shape our plans for the future so 
as to remedy the damage that has 
been done. Let us resolve not to 
be stampeded by a false picture of 
cheap merchandise. We must at all 
costs maintain in the mind of the 
public a realization that the fine 
jewelry store continues to be a 
haven of quality. There is no busi- 
ness based so much on confidence as 
our own, and for this reason we must 
zealously guard against merchandise 
which may break down this founda- 
tion on which our business is based. 








“Tt is possible to sell inferior goods 
on the strength of your reputation 
but only for a limited time. Even 
the most gullible of the public be- 
comes wise in time. So don’t attempt 
to strain their patience to the break- 


_ ing point.” 


In closing, he said, “I hope that as 
a result of collective efforts on our 
part, stimulated by some of our 
trade papers, we will all begin to 
trade up. Then, and then only, will 
we again resume our rightful place as 
quality stores in our various commu- 
nities. I truly hope that we will, by 
our refusal to buy, wipe out the hold 
that the manufacturer of spurious 
goods has obtained in the past few 
years. In this way, we can take 
leadership among retailers and give 
the public a new deal in the jewelry 
store with trademarked, quality mer- 
chandise at fair prices.” 
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How vitally important 
is the jeweler’s insurance policy was 
explained by William H. Upmeyer, 
president of the National Jewelers 
Mutual Fire Insurance Co. at the 
20th annual meeting of the policy- 
holders in Milwaukee, May 15, who 
said in part: 

“I urge all members not to cut 
down their fire insurance because 
they will take a big chance in doing 
so. Fires occur during depression 
times as well as any other time and 
during such times we need all the 
protection we possibly can get. 
Rather try and save a few dollars 
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somewhere else than by cutting down 
insurance. Some have done that and 
they are very sorry for it now. 

“The majority of fires do not start 
on the premises of the jeweler but 
they are as a rule the victims of neigh- 
boring fires. The jeweler is very 
careful and keeps his place in good 
shape; therefore, the jeweler has al- 
ways been considered a fire-class risk. 
We hope we will be able to keep up 
this reputation and that this coming 
year will show less losses than we 
have had.” 

+ ¢ 4 


| teeth 


may soon be off gold standard for at 
least 500,000 ounces of the gold an- 
nually used by the dentists of this 
country can be diverted into currency 
reserves, according to Dr. Karl W. 
Knapp, Professor of Crown and 
Bridgework at New York University. 
Pointing out that progress in dental 
science had made the platinum metals 
available for an increasing percentage 
of oral restorations and that the color 
of platinum group alloys, being less 
conspicuous, is making them increas- 
ingly popular, Dr. Knapp predicts the 
restrictions now placed on gold may 
well prove a boon rather than a 
handicap to modern dentistry. 
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By means of 
simple but complete records of ail 
complaints, prompt adjustment of the 
complaint and the condition that 
caused it, and by making a determined 
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effort to eliminate conditions which 
give rise to customer dissatisfaction, 
a large New York store has been able 
to reduce by 20 per cent its ratio of 
complaints to deliveries. 

This store recognizes as funda- 
mentals: (1) The fact that every 
complaint is a dissatisfied, and possibly 
a lost, customer. (2) The reporting 
of every available case of customer 
dissatisfaction in some simple form so 
that the extent of each kind of dis- 
satisfaction may be tabulated for each 
selling department. (3) Prompt 
action on every “major” condition, as 
spotlighted by the record. (4) That 
an adjustment has two functions: (a) 
to adjust the customer’s complaint 
promptly and (b) to adjust the store 
system promptly to prevent the fault 
from reoccurring. 


————— 
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FORWARD MARCH! 


—tThe battle is on. 

—A battle of words it is this time—between 
the inflationists, the deflationists, the re- 
flationists or what have you. 

—But let ’em wrangle. 

—The thing that interests us ordinary busi- 
ness men most is that factory inventories, 
store inventories and home closet inven- 
tories are disgracefully low. 

—Replacement is the order of the day. 

—There is still a lot of purchasing power in 
this country. People who control this 
power need things, lots of things, and need 
them badly. 

—If they will loosen up and spend, that addi- 
tional money in circulation will speed up 
production, will relieve unemployment to 
some extent at least, and will help the 
whole situation to a definite degree. 

—Let the wranglers wrangle. 

—What care we, so long as business moves 
forward again. 


tu04- 


President. 
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; must 
get together as never before, and 
work together if they will survive,” 
said A. W. Anderson, secretary of 
the Wisconsin Retail Jewelers Asso- 
ciation in his report to the conven- 
tion held in Milwaukee, May 15. 
“The last three years have made seri- 
ous inroads among our own ranks and 
among retailers in general. Only 
those retailers who will join with 
their fellows in a strong association, 
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study their individual and collective 
needs intelligently and give support 
to every movement of benefit to our 
own trade will, in my opinion, suc- 
cessfully weather the economic storm 
that is at present sweeping this coun- 
try and the whole world, and emerge 
to take advantage of the better days 
that will be certain to come.” 


4 ¢ ¢ 
4d 
Don't sell your 


plated scrap to itinerant solicitors 
who visit jewelry stores making of- 
fers for this material,” is the advice 











of Albert Borns, of J. R. Clayton Co., 
Waterbury, Conn. An old James 
Boss 18 size hunting watchcase may 
have several dollars worth of gold on 
it, said Mr. Borns. “I advise every 
jeweler to accumulate his scrap among 
which he may think there is a lot of 
brass, and send it to a reliable refiner 
and you'll be amazed at the amount of 
gold that will be salvaged from this 
shipment.” As a case in point, Mr. 
Borns was offered for a lot of scrap 
$15 which he refused; but he shipped 
it to a refiner and the record of the 
transaction read as follows: “113 oz. 
of plate scrap.” He received for the 
shipment after deducting the refiners’ 


charges, $98.04. 
¢ ¢ 4 


© stecens letters 


in the jewelry trade are bringing 
forth many odd, strange and new re- 
plies in addition to the usual alibis 
of the debtor for not remitting. A 
large New York gem importing house 
which has received many excuses 
from their delinquent customers has 
been showing the following letter as 
one telling the story in a few words: 
May 16, 1933 
Gentlemen: 

Replying to your letter of May 
15th. 

For me it is one Life size struggle, 
so you must extend your Patience. It 
took President Lincoln 15 years to 
liquidate his indebtedness after his 
partner left him in business—and he 
paid it all. 

Cordially yours 
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The jeweler plays an 
important part in the 
June wedding plans 
which mark the hap- 
piest moments in many 
lives. From the dainty 
band that makes them 
one to the purchase of 
articles of beauty and 
utility for table and 


a 








(Photo by Courtesy of R.K.O.-Radio Pictures) 





Wedding Bells Ring Profits 


» an the depression 
the June wedding season can be counted on: to increase 
jewelry store sales. Purchasers of wedding gifts have for 
years been made up in large part of silverware and other 
jeweler’s merchandise and for the alert merchant this 
rule will apply again this year in proportion to the amount 
of thought and energy he puts into his selling campaign. 

Other lines of merchandise share in the sale of gifts 
for many occasions, but the June wedding season is par- 
ticularly a jeweler’s event. To make the most it, how- 
ever, requires initiative and a determination to carry 
through once a well thought out working plan has been 
outlined. Such a plan need not require a great expendi- 
ture of cash, but does demand close attention to detai!s 
in order to turn as many selling opportunities as possible 
into profits. 

The purchase of wedding presents is largely a matter 
of habit unless the salesman interests himself and, in ad- 
dition to making as many sales of silverware and jewelry 
as possible, calls attention to other items in the jeweler’s 
stock which make acceptable gifts. Here he will have to 
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direct his selling ability into whatever channel occasion de- 
mands. Perhaps the sale of a fine set of sterling silver is 
beyond the means of the prospective purchaser. In that 
event a suggestion regarding a less expensive article such 
as a mantel clock, a steak set or a fine glass vase may 
result in a sale that would otherwise be lost. 

In going after the June wedding business it is neces- 
sary to build up as complete a list of prospective purchas- 
ers as possible. Parents of the bride and groom are, 
of course, to be given first consideration along with other 
relatives and friends of the contracting parties. 

A letter to the young woman about to be married in- 
viting her and her mother to visit your store and inspect 
the latest silverware patterns, arranged on specially set 
tables, will prove of interest to her. In this way the 
jeweler will be able to learn what particular pattern 
pleases her and this information can be used in making 
sales to her friends when they visit the store to purchase 
gifts for her. A careful list of all sales made should 
be kept which may be used as a check on the purchase 
of duplicate pieces should the occasion arise. 
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home appointment and 
for birthday and an- 
niversary events, he is 
indispensable to a com- 
pletely happy home. 
He is the purveyor of 
gifts that last a life- 
time and about which 
are woven romance and 
lasting affection. 


$ 











In the “Marry” Month of June 


Here is a letter to the bride-to-be which may offer A personal visit to the home of the young woman and 
suggestions for your selling campaign: an interview with her and her mother may follow your 
My pear Miss BLANK: letter if you know them well enough to permit of this. 


Once you have learned of her preference in a silverware 
pattern it will be advantageous to send out a letter to 
your list of prospects inviting them to view your display. 
The list should be very carefully compiled and the lettets 
prepared ready to mail before the selling season begins. 


With the approach of your marriage comes the 
necessity of attention to the appointments of your 
new home. How frequently you have pictured your- 
self in this home of your own, surrounded by those 
many beautiful things that everyone longs to possess. 

The selection of your sterling silver is of great 


importance and we feel sure that we can be of ser- 
vice to you through our long experience in dealing The jeweler who sells 
in products of master craftsmen of the leading sil- the engagement and wedding ring has an advantage which 
-versmiths of the country. should not be neglected in building sales of wedding gifts. 
If you wish, we will consider it a pleasure to help If the same jeweler obtains the order for the wedding 
you match your personal choice in silver by advising stationery, so much the better. 
your relatives and friends as to what sterling silver There are many methods, in addition to window dis- 
you would like to harmonize with your own selection. plays and newspaper advertising, that can be used to call 
In the near future may we discuss with you this the bride’s attention to your store as the logical place 
important part of your plans? for purchasing gifts. A carefully prepared bride’s book 
Cordially yours, has been used effectively by many jewelers and a careful 
JoHN SmitH & Co. (Turn to page 47) 
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GRACE A. McKAY 


dd 
p atience, keeping confidences, 
sincerity, a memory for patterns, a wide knowledge of the 
merchandise and the ability for positive selling are prime 
requisites in conducting a silver department. 

“It takes a great deal of patience in selling silver. 
Prospective customers request showing after showing, but 
it is often hard to place the sale. I remember one young 
girl who was so undecided in the selection of her pattern 
and other details that I worked on that sale two years 
before it was closed. 

“Keeping confidences is essential. Young brides in 
particular are sensitive about this, and all sales work with 
them must be conducted in a confidential manner. It is 
wise to convey a feeling of assurance to all customers, 
and to impress them with the fact that their preferences 
are recognized in an individual and personal way, and 
that each sale receives full consideration. 

“Sincerity is rewarded with loyalty. I try to give my 
customers exactly what I promise them, and I find that a 
pleased customer often brings me the business of her 
friends. I have had instances of selling six or seven 
services of silver, eventually, to friends of one customer. 
I am as considerate toward the person buying a teaspoon 
as toward the one buying a coffee service. 

“T cultivate a memory for patterns. Sometimes I can- 
not recall a customer’s name, but-I can always remember 
her pattern, and this shows her my interest. Frequently 
a customer cannot recall what her own pattern is, and my 
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As told to 


ALBERT WHIPPLE MORSE 






by 






GRACE A. McKAY 


Manager of the Silverware Department 






of S. Joseph & Sons, Des Moines, lowa 





memory makes it possible to make a sale which otherwise 
would be out of the question. At Christmas time 
husbands depend upon my knowledge of their wives’ 
patterns. 

“Knowledge of the manufacture as well as of the 
utility of silver is helpful. People use the term, “quad- 
ruple plate” often without knowing what it means, and 
I am able to explain to my customers the methods of 
manufacture and the historical background of various 
designs. A salesperson must be thoroughly familiar with 
the uses of the various pieces. 

“Positive selling is sometimes required. Customers 
frequently are undecided, and it becomes necessary for 
the salesperson to assume the positive, particularly in the 
sale of flat silver. When consideration narrows to two 
or three patterns, stress one pattern if the customer can- 
not decide, bring out all of the good points of the one 
pattern, and suggest she might find it more to her liking. 

“Sterling is primarily the jeweler’s silver item, and in 
our store we feature it. When someone comes to my 
department, I greet her and ask if she is interested in 
Sterling. She may say that she wishes to see some silver, 
without mentioning Sterling, or she may specify plated 
silver. In the latter case I show a design or two, and 
then bring up the subject of Sterling. 

“T explain that she can get it for almost as low a price 
as the plated silver would cost, and I stress the advantages 
of Sterling, bringing out the points that it is something 
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SILVERWARE PROFITS 





A view of a part of the Silverware department in the S. Joseph & Sons store, Des Moines, lowa 


of beauty and permanent value. ‘The prestige of owner- 
ship is an important point in selling Sterling. I explain 
the difference in the amount of silver used on plated 
silver and in the same piece in Sterling, and emphasize 
the wearing qualities of Sterling. 

“I believe that a store should devote more and more 
of its sales effort to exclusive designs or patterns on 
which it is protected throughout its immediate locality 
by the manufacturer. This plan of concentrating effort 
on particular patterns justifies adequate stocking, and 
often leads to substantial sales. 

“Since Des Moines is the capital city of Iowa, many 
visitors come into our store, and some are shopping for 
only ideas. I always treat them with courtesy. I ask the 
usual questions in a tactful manner, trying to determine 
their name and address and probable date of purchase. 
When they refuse to give this information I stress exclu- 
sive patterns which we alone feature in this locality. 

“Sales leads are available in a number of ways. There 
is-the customary manner of scanning the papers for 
engagement and wedding announcements, but I value 
most highly the advance information which my customers 
give me on prospective brides. ‘These have not been in 
the papers, probably include more information and are 
more productive because there is not the competition to 
contend with on them. 

“I mail a printed card to prospective customers, inclos- 
ing a circular on two or three exclusive patterns which 
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only our store stocks. A “bride’s book” in my depart- 
ment contains a record of the patterns selected by brides, 
and this is available to everyone in the store. I keep a 
record for only my own use when prospective brides 
object to being recorded in the book. 

“As golf prizes, I believe that articles which are useful 
in the home are desirable, and in working with golf com- 
mittees I suggest these items, including water pitchers, 
waiters, coffee services, vases and flat silver. When a 
young man winning such prizes is not married he can give 
them to his mother, and in many cases the prize winner 
has more loving cups than he wants. 


F is true that 
silver shown in favorable surroundings makes its own 
appeal. It is best not to show too much merchandise at 
one time, as that would only confuse the mind of the 
purchaser. However, it is hard to get an idea of a pat- 
tern from only one piece, and I recommend showing 
several pieces of a set. The presentation of too many 
patterns at one time is also undesirable. 

“Good light is an aid. I have lights on the counters 
to use in showing flat silver, and this brings out the 
designs clearly. For further assistance in studying 
designs, I have a magnifying glass. I try to put the 
customer at ease, because in some cases she stands for 

(Turn to page 39) 
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For Industrial Recovery 


S THe Jewevers’ CIRCULAR 
goes to press, all eyes are look- 
ing at Washington to the fate of 
the so-called National Industrial Re- 
covery Bill, which was introduced 
both into the House of Representa- 
tives and the Senate on May 17. 
For this bill and the trade prac- 
tice regulations of industry which 
may follow its enactment, are 
looked upon generally as a greater 
step toward industrial recovery than 
has even been hoped for in the 
past two years. The bill, as its 
title indicates, is one to meet a 
national emergency and produce em- 
ployment in industry by the establish- 
ment, through the President of auth- 
orized agencies within the Govern- 
ment and in the various industries, to 
meet conditions of disintegration by 
stopping trade abuses, inequitable 
practices and unfair competition. 

Under the bill, the President will 
have far-reaching authority to en- 
courage, promote and require organi- 
zation within private industry for 
better control of production, elim- 
ination of unfair practices, unfair 
competition, relief of unemployment, 
improvement of standards of labor, 
and otherwise to rehabilitate industry 
and to conserve natural resources. 

To make effective this policy, the 
President will be empowered for two 
years to use any agencies and persons, 
public and private; to prescribe such 
procedure as he deemed necessary ; to 
pass upon and virtually superintend 
“fair competition codes”; to compel, 
by use of fines, and if necessary a 
system of Government licenses, en- 
forcement of these codes and to pro- 
vide himself a fair competition for- 
mula for industries which declined to 
initiate their own by agreements. 

The President will be permited to 
delegate the broad powers granted 
him “‘to such officers, agents and em- 
ployes as he may designate or ap- 
point.” 

Within the lines of equity and 
decency, this bill will practically let 


each industry be a law within itself 


if it will, through representative 
organization, take control and estab- 
lish trade practices along the lines 
permitted by the legislation. Such 
practices can be established over the 
heads of a small dissenting minority 
which today forbid their operation. 
What is more, if the industry does 
not regulate itself along the lines of 
decency, justice and fairness, the gov- 
ernment, through an_ authorized 





GET ON YOUR JOB 


—President Roosevelt has a big job to do. 
He may be regarded as a Dictator, but he is 
nevertheless enlisting the best brains in the 
world to help him solve momentous problems. 
That’s his job, however. 


—Your job is right in your own store, or 
factory or territory. If you do that job well 
you’re going to do your share to help Presi- 
dent Roosevelt. For your job is his job, only 
multiplied a million times. 


—The sure cure will come from the indi- 
vidual to the mass and not from the mass to 
the individual. 





agency, may step in and provide the 
regulations required. But if industry 
can find a basis of agreement within 
itself and move in the direction of 
self-imposed discipline and regulation, 
an opportunity will be given it to 
demonstrate how effective and con- 
structive its leadership can be. 


44 
Activities Suspended 


HE formal announcement by the 

National Jewelers Publicity As- 
sociation that it had been forced to 
suspend activities was received with 
regret by the trade generally, but 
with its funds depleted at the close of 
1932 and the very small total received 
in subscriptions to cover the 1933 
budget, it was the unanimous opinion 
of the officers and directors that it 
would be unwise to attempt to con- 
tinue the work. 

However, the records of the as- 
sociation have been retained with the 
hope that the recovery of business will 
bring with it a demand from the 
trade that the publicity work be re- 
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sumed in some form. It is sincerely 
to be hoped that conditions will again 
permit the inauguration of work both 
in the way of general publicity and in 
defense of the industry. 

To those officers and directors who 
assumed the burden of this work for 
so many years, the whole-hearted 
thanks of the industry are due. Their 
task was arduous, their responsibilities 
great and yet they performed it with- 
out receiving much cooperation and 
with little thanks from many of the 
concerns most benefited. 


¢ ¢ 4 
State Sales Tax Laws 
HE report from Illinois last 


month that the seven members of 
the Supreme Court of that State had 
unanimously voided as _unconstitu- 
tional the three per cent sales tax 
which went into effect in April, has 
strengthened the optimism of the mer- 
chants who are fighting the proposi- 
tion of a sales tax in other sections of 
the country. However, whether the 
two main points, on which the law 
was upset (one, its being in violation 
of the Federal constitution and the 
other in violation of the state con- 
stitution), will hold as to other state 
tax laws—in force or proposed, for 
enactment, cannot at present be de- 
termined, at least, by the average 
layman. 

That the Illinois decision will at 
least tend to slow up some of the 
agitation for state sales tax laws is 
evident, and also equally evident is 
the fact it may cause amendments to 
some of the laws already in force. 
That it will stop sales tax legislation 
completely is something that even the 
most optimistic are not predicting. In 
fact, it is probable that even in Illinois 
the defects pointed out by the Su- 
preme Court may be remedied and 
the sales tax again enacted. 

But even if the decision only tends 
to delay the contemplated action in 
Ohio, where the Government has in- 
dicated it will shortly propose a sales 
tax of 2 per cent, somewhat on the 
Illinois plan and in other states whose 
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legislatures had already started draft- 
ing similar bills, it will have done 
some good to the business community. 


q+ ¢ 4 


Wholesale Survey 


HE long awaited report of jewel- 

ry distribution by wholesalers has 
now been completed by the Depart- 
ment of Commerce, and the first part 
of this has just been released and 
printed by the National Wholesale 
Jewelers’ Association, with whose 
cooperation the report was made. 

This is the third report of jewelry 
distribution made by the Commerce 
Department and completes the gap 
that existed between the other two. 
The first of these was the survey of 
the distribution by the manufacturing 
jewelers of New England, and the 
second, survey of distribution by re- 
tail jewelers. The third now issued 
helps to complete the picture. 

Part I of the survey just issued is a 
“National Study of General Opera- 
tions,” with an analysis of sales, in- 
ventory, expenses, selling practices and 
profit and loss for a group of 211 es- 
tablishments. Part II, which will 
appear later, is a study in detail of 
selected operations in nine concerns. 

As Frederick M. Feiker, director 
of the Bureau of Foreign and Domes- 
tic Commerce, says in his foreword: 
“The three surveys of the industry 
have been conducted with the object 
of providing a factual basis for the 
establishment of constructive eco- 
nomic policies and practices by in- 
dividual and cooperative action. The 
ascertained facts emphasize in part 
the close relationship between the 
three branches of the jewelry trade. 
For instance: 

1. Two-thirds of the retail jewelers buy 

- at least 50 per cent of their pur- 
chases from wholesalers. 

2. About 60 per cent of the manufac- 
turers of medium and low-priced 
jewelry sell more than 80 per cent 
of their output to wholesale jewelers. 

3. Approximately 90 per cent of the 


wholesalers sell at least 80 per. cent 
of their volume to retail jewelers. 


The main facts of his report, which 
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With 


is a very long and comprehensive com- 
pilation, will appear in this and fu- 
ture issues. 


+ ¢ 4 


A Good Principle 


HE Jewelers Vigilance Com- 

mittee which was recently re- 
organized to take care of trade abuses 
in the metropolitan district and to 
continue its work as a coordinating 
committee for the industry, is to be 
congratulated upon the principles laid 
down at the last meeting of its exec- 
utive committee on the question of 
dealing with trade standards, quality 
marking and nomenclature. At this 
meeting, the committee formally re- 
solved that in any action to be taken 
on such questions by the committee, 
the committee would consider the 
matter involved, from two general 
standpoints: First, from that of the 
protection of the public and, second, 
the protection of the members of the 
industry from unfair competition— 
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These He Can Finish the Job 


see 





not only that arising from the acts of 
unscrupulous competitors but also 
from competition between different 
branches of the industry. 

As THE JEWELERS’ CircULAR has 
pointed out over a period of years, 
full protection can come to the legit- 
imate members of our trade only by 
the universal use of unequivocal terms 
or quality symbols that are under- 
stood as clearly by the public as by 
the jeweler who uses them. Also, that 
in the use of marks or standards, we 
must look to the protection of the en- 
tire industry and use nothing that will 
favor one branch at the expense of 
another or use terms which connote 
different meanings, different products. 

The step taken by the Vigilance 
Committee seems tc be one in the line 
of common honesty that will afford 
equal protection to retailers, whole- 
salers and manufacturers as well as 
the public generally. It should set up 
a principle for all our organizations 
to follow. 





CONSUMPTION INCREASES WHEN 


By The Observer 





Two straightforward broadcasts direct 


from the White House at Washington have done much good. Heart to 
heart talks are always helpful. Skeptics who could not quite surmise what 
the NEW DEAL meant, little realized the important SHUFFLES he was to make. 
Much has happened to keep eyes on Washington since his first little sLAM 
. .. the bank holiday . . . and now we turn our gaze on Chicago. 

It’s predicted fifty million fugitives from home cares will gather on Mich- 
igan’s shores to see the marvelous modern displays gleaming in bizarre colors, 
day and night, from June to November. The Century of Progress is a god- 
send in many ways. ‘Travel inspires people. They meet new acquaintances, 
doll up for the occasion to make good first impressions. ‘That’s your tip to sell 
them jewels to enhance their traveling costumes. Fair-goers should all be in a 
mood to buy. 

Every jeweler in the United States should attend. Why? To get ideas 
for displays, promotion and salesmanship at its best . . . and to see, first hand, 
how big things are put across. Plan to visit the Jewelry Pavilion of the ‘ Tn, 
General Exhibits Group. If but half the crowd advertised as expected at- ) ML 


tends it will be a stimulating tonic for business at both ends. 
; | 
A — y 
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1933 will go down as a year of revelations. In the past we judged men by 
J 
\ TTT 
q Tht ne 


what they had in the bank too much and not enough by what they had on the 
1 MW, 
hye La 
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ball. Most men and businesses have proven themselves solid . . . some were } 
just shells . . . but we needed to know. Now we know whom to rely on. .3s 
Early in ’29 business was good. Remember? People bought “things” | 


i 
\ 
rather than money. Then the depression that descended was prolonged by \ 
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A writer named Romer says: “A good ad utilizes precedent and promise—one for 

authority, the other forcing buying action. When to you a customer is just a 

name on a book beside a certain amount of money, to him you are becoming just 
a name over a door he’ll soon be just passing instead of entering.” 


people’s preference for money over “things.” But early last March some of 
us found out that all the money in the bank wouldn’t buy a bright tie. Prompt 
action from the White House, however, changed that in short order and we 
all rejoiced. That was the low spot and from that time things began to move 
with a different spirit. 

Yet tottering markets, hard times, yes, even unemployment all around mean 
nothing if you’ve got something people want. ‘The spectacle of millions of 
people pouring out a flood of gold in exchange for a flood of amber beer April 
8 proved that. No matter how impoverished or indifferent the public may 
seem, give them something they want and they'll flock to buy it. 

April and May silver sales showed startling activity in all sections. Be- 
tween alluring promotions by the major sterling manufacturers which were 
unexpectedly further enhanced in price by sudden activity in the silver market 
the farsighted housewives sought sterling sets with December-like enthusiasm. 
This marked manifestation of a desire to own something lasting and enduring 
was a timely and immeasurable help to the jeweler. It acted as a panacea 
for many of his ills for in the thrill of making a series of positive sales he for- 
got, at least temporarily, his seasonal headache, did some advertising, some 
buying and in so doing helped his store greatly. And for the good of all, buy- 
ing did not stop as suddenly as it started. Millions of Americans still have 
money to spend if you have the ability to coax it away from them. 

There’s somebody able to buy a diamond, a teaset or a car in almost every 
(Turn to page 48) 
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Great Century of Progress 


— is being 
centered, as THE JEWELERS’ CIRCULAR goes to press, 
upon the opening of A Century of Progress Exposition— 
the Chicago World’s Fair of 1933, which is scheduled to 
open June | and continue until November 1. More peo- 
ple already have paid admission to see the outside of the 
buildings and to watch the work under way than at- 
tended the original Chicago World’s Fair in 1893 in 
the first two months after it was officially opened. 

Interest in the jewelry trade will naturally be directed 
to the exhibits in the Jewelers’ Pavilion of the General 
Exhibits Group which comprises a series of five pavilions 
of which the Jewelry Pavilion is the fourth. A section 
of the pavilion is devoted to exhibits by cosmetic and 
perfume manufacturers. This group with its terraces, 
courts opening toward the lagoons, lies south of the Hall 
of Science and connects with it by a double-decked arcade 
on which will be attractive displays and shops. 

Among the exhibitors who have already contracted for 
space in the Jewelers’ Pavilion are: Elgin National Watch 
Co., Western Clock Co., the Wahl Co., F. H. Noble & 
Co., Owens Bros., C. D. Peacock Co., Lebolt & Co., 
Diamond Exhibit Inc., Arouni & Hakin, Clover Leaf 
Crystal Co., Arthur Cahill, M. R. Henry, Ira Weiss 
Co., Alouf Co., J. Bandersteen Co., F. Pavel & Co. 

In the Japanese Building the Mikimoto Co., Tokio, 
Japan, will have an elaborate exhibit which will include 
a miniature replica of Mount Vernon the home of George 
Washington. The replica will be scaled down to 1/60 of 
the actual size of the building. It will be one foot six 
inches across the front, eight inches deep and six inches 
high. The house contains 5184 pearls (cultured) and 
12,000 pieces of mother of pearl. The American flag 
flying on the staff at the top of the building is 24 by 
33% inches and contains 185 pearls. ‘The lawn is made 
up of 16,250 pearls. It required 15 months to produce. 
It arrived in San Francisco on May 17 on the Tatsuta. 
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A view from the air showing A Century of Progress Exposition—the 




















The exhibit includes a total of 21,760 pearls and is 
valued at $310,000. 

The arms of the pavilions in the Genéral Exhibits 
Group, 100 ft. in width, are separated by courts 120 ft. 
across. The central architectural features of the Jewelry 
Pavilion as with other pavilions in the group, is a great 
hall, 40 ft. wide by 160 ft. long, with a ceiling of unusual 
height, lending itself to spectacular effects. Stairs and 
ramps lead to the upper level from which one may look 
down into the main hall. The pavilions will be gaily 
colored and dramatically illuminated at night. 

An array of the finest modern timepieces, together with 
several of the almost human machines which make many 
of the minute parts that go into these timepieces, will be 
exhibited by the Elgin National Watch Co. in the 
Jewelers’ Pavilion and the display will show the advance 
in beauty and mechanical excellence in the last 67 years, 
demonstrating the marked contrast between the thin, 
compact watches of today and the cumbersome models 
which were first manufactured by the company. Exposi- 
tion visitors will see in this exhibit the first watclt pro- 
duced by the Elgin company in 1865. 

A screw machine which produces screws so tiny that 
20,000 of them will go into a thimble, and when laid on 
a piece of paper they look like gold dust, will be a source 
of marvel. Another interesting phase will be the spring 
drawing machine in which the spring is made of steel 
wire and drawn down gradually to the point where it 
looks like thread from a spider’s web. 

Eversharp Doric will be exhibited by the Wahl Co. 
Chicago. Plans for the display indicate that new move- 
ments in the manufacturing of fountain pens, not before 
exhibited anywhere, will be shown. The company plans 
to install the necessary precision machinery and actually 
make a limited number of Eversharp pens and pencils. 

The Clover Leaf Crystal Shops of Chicago, engravers 
of glassware, will show Exposition visitors how that work 









THE JEWELERS’ CIRCULAR 
for June, 1933 








Chicago World’s Fair of 1933, with the City of Chicago in the distance. 





Exposition Opens in Chicago 


is done, in addition to displaying hundreds of decorated 
and monogrammed articles of glassware at the World’s 
Fair. 

The shops have been engaged in the business of decorat- 
ing glassware for the last 15 years, and at the present time 
are specializing in the production of monogrammed glass- 
ware. 

Percy M. Rose, Inc., will exhibit a line of Dresden 
- China, C. E. Barrett & Co. will exhibit fountain pens, 

and Owen Brothers, of London, England, will display 
butterfly jewelry. - 

Exhibitors and concessionaires at the Fair have con- 
tracted for a total of $12,052,512.69 in expense for 
special buildings and space in the buildings and for ser- 
vices and attractions of various types on the grounds. 

Of this total $3,087,817.50 represents the cost of 33 
special buildings constructed at their own expense by 
exhibitors. Space contracted for by 505 exhibitors in the 
Fair buildings totals $2,744,257.15. Concessionaires to 
the number of 225 have signed contracts amounting to 
$6,220,438.04 for transportation, restaurant, amusement 
attractions and other facilities. ‘The figures are up to 


May 10. 


Additional business - 


interests and amusement promoters are considering the 
spots remaining available, with plans complete and ex- 
hibits or entertainment features ready to install, which 
will cause some increase in the final figures. 

Those given represent the space only. The general 
proportion, it is estimated, has been that twice as much 
as the cost of the space is expended on the exhibits. 

The 50 cents general admission will open the gates to 
a world of enchantment—new wonders of science, and 
industry, new architecture, new thrills, new diversions, 
new ideas—presented in a setting of green parks, mirror- 
like lagoons, flower gardens, and tree-lined drives. 
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The general gate admission will admit one to all the 
exhibit buildings constructed by A Century of Progress, 
including: Agricultural Building, Communication and 
Radio Building, Dairy Building, Electrical Building, 
General Exhibits Group of five pavilions, Hall of Science, 
Hall of Social Science, Home Planning Hall, Mayan 
Temple, Hall of States and Travel and Transport Build- 
ing. It will also admit one to those exhibit buildings 
constructed by outside interests, namely: Federal Build- 
ing, Illinois Host Building, American Radiator Build- 
ing, Christian Science Monitor Building, Chrysler Build- 
ing, Edison Memorial, Firestone Building, General 
Motors Building, Johns-Manville Building, Hall of 
Religion, Sears-Roebuck Building, Southern Cypress 
Building, Time, Inc. and the eight modern homes in the 
Home and Industrial Arts Exhibit. 

By day the grounds will be a fascinating panorama of 
color, with crowds of people moving against the back- 
ground of windowless buildings. By night they will be 
transformed into a fairyland of light, bathing the build- 
ings in mellow tints and projecting an ever-changing 
series of spectacular lighting effects. 

While the story of science’s contributions to human 
progress will be the nucleus of the exhibits scheme, it 
will not be a dry and uninteresting presentation, but a 
vivid, swift-moving spectacle. 

Scientists on the staff of the Exposition, aided by mem- 
bers of the National Research Council, have prepared 
exhibits that will unfold in entertaining, understandable 
fashion, many of the mysteries of nature in the great Hall 
of Science. Physics, chemistry, mathematics, biology, 
geology and astronomy and their contributions to human 
progress will be presented. 

These exhibits, together with hundreds of others show- 
ing advancement in the mode of transportation by train, 
automobile and steamship, the new and old systems of 


(Turn to page 41) 
























































Central area of Diamond Exhibit devoted to native life within the diamond fields. 


entury o Progress Diamond Mine 


Visitors to the Century 
of Progress—the Chicago’s World Fair of 1933—will 
find one of the most interesting and educational exhibits 
located in the Jewelry Pavilion where a section of a full 
sized South African diamond mine will be shown in 
operation. Jewelers, especially, should make a point to 
visit this display. It will be by far the most extensive 
portrayal of diamond mining in all its phases that was 
ever conceived. 

Besides the complete operation of diamond mining, the 
actual cutting and polishing of these precious stones will 
be shown and one of the finest expositions of ancient 
historic and modern diamonds will be on display. The 
value of this display will run well into the millions. 

The Diamond Room, as it will be known, will be 
devoted to the diamond as an ornamental gem. ‘This 
room will be constructed of materials of luminous finish 
with indirect lighting, except in that portion of the room 
where the various diamonds will be displayed. The four 
corners of the room will be devoted to the display of the 
Higbee Collection of the replicas of the crowns of all the 
leading monarchs and ex-monarchs of the world. Prac- 
tically 10 years of research and 19 trips to Europe were 
necessary before the late Frank D. Higbee was able to 
secure working drawings and complete the data necessary 
to make these replicas authentic. He had to receive his 
33rd degree in the Masonic Order before he was per- 
mitted to see a number of the crowns. He spent five 
months in attempting to view the Crown of Portugal 
only to find that it was in pawn with the Rothchilds in 
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London, valued at $1,200,000. It required 18 months of — 
negotiation before he was allowed to make a copy of the 
tiara of the Pope. Above these replicas will be murals 
symbolic of the various countries represented. 

The famous diamonds which will be collected from 
two continents will be held in one of the most impene- 
trable enclosures ever devised for public display. Through 
the courtesy of a well known safe and lock company, the 
American District Telegraph Co., the Underwriters 
Laboratories and the Diamond Exhibit Engineers, this 
modern fortress has been made possible. 


a" devices as 


the invisible ray, tear gas system, burglar proof glass over 
an inch in thickness, automatic controlled safes that close 
whenever the diamonds are in danger and a remote control 
room in which guards with sub machine guns will be in 
constant touch with squad cars, and even a mechanical ear 
will ever be on guard to carry the sound of tunneling 
operations that may threaten the safety of the diamonds. 

Among the notable gems to be displayed will be the 
great Nassak diamond, one of the world’s most famous 
gems. An attempt is also being made to bring to the 
World’s Fair, the Marie Antoinette necklace, a string of 
gems worth approximately $10,000,000 but made priceless 
because of its historic value. Besides these priceless gems 
there will be on display many fine examples of more 
modern stones, some of them set in the latest styles and 
mountings. The exhibit will become the property of the 
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Museum of Science and Industry after the close of the 
Fair. 

In approaching the exhibit space, the visitor first comes 
upon a beautiful diorama of a typical South African 
diamond field, showing the mines in the foreground and 
the wild African setting in the distance. These dioramas 
are real works of art painted by hand and show such 
tremendous perspective that the onlooker imagines that he 
is looking at nature itself stretched out for miles before 
him. Any one who has never seen these clever illusions 
will be amazed at their realism. 

Getting into a typical diamond mine lift, the visitor 
will have opportunity to explore a wonderful reproduc- 
tion of a genuine diamond mine. ‘To all appearances he 
will go down into the bowels of the earth to about 1500 
feet. By the use of an endless moving curtain forming 
the side walls, a rush of air and sound, and the damp 
pungent smell of a mine, it will be hard to realize that the 
actual drop was for a short distance only. These lifts 
will accommodate about 30 people at a time, 

Down below, while traversing apparently 300 feet of 
typical diamond mine tunnel, the visitor will see every 
phase of diamond mining and, before the trip is over, will 
have seen a sight so educational and so full of human 
interest that time will never erase it completely from his 
memory. 

A few of the more salient features of this exhibit will 
be: a Kafir kraal where the workers live for long periods 
at a time without being allowed outside; African natives 
at work in a compound surrounded by native huts and 
enclosed in bobbed wire entanglements electrically charged 
to prevent escape; the tunnel well below the surface of 
Lake Michigan, timbered, lighted and piped in exact re- 
production of a stope in a mine; a sump pump draining 
the tunnel floor; diamond rock being pulverized and 
reduced to a soupy condition with water; “soup” flowing 
over the agitator tables with a special grease being used to 
catch the diamonds, instead of mercury as in gold mining; 
rough being sorted; the pure diamonds of the jewelry 
trade being separated from the bort that is used in com- 
mercial work only; a demonstration of how natives and 
visitors are searched for concealed diamonds, x-rays being 
used to disclose any stones that may have been embedded 
under the skin; a scientific exhibit showing plainly the 
atomic structure of diamonds and their properties which 
makes the diamond the king of gems. 

The native compound section of the South African 
diamond fields will comprise the central area of the 
diamond exhibit which will be devoted to the native life 
within the diamond fields, while the natives are under 
contract to the DeBeers Consolidated Mines. Various 
portions of the area will show how the natives are housed, 
fed and clothed while allowed to carry on their tribal 
customs. 

These Kafir and Zulu workmen will be seen drilling 
and digging out the blue ground in which diamonds are 
(Turn to page 46) 


a 
Top—Alluvial Diamond Mining. 


Center—The Diamond Room devoted to the 
diamond as an ornamental gem. 


Bottom—Looking into the Kimberly Pit. 
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Square cuts 


LOUIS GURFEIN anv SON 


2 West 46th St. 







SOUTH AFRICA 
76 CHURCH ST. 
KIMBERLEY 


Direct Importers and Cutters 























We Specialize in 


of Round and Fancy Cut 
Diamonds in all sizes 


Half-moons 
Triangles 
Trapezes 


Pentagons 


Tel. MEdallion 3-4822 4823 New York, N. Y. 






AMSTERDAM 
2 TULPSTRAAT 


ANTWERP 
76 RUE DU PELICAN 
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iamond Industry* 


Review for 1932 


By 


Sydney H. Ball, Mining Geologist 


Eprtor’s Nore. 


The condition of 


the diamond market is a fairly sensitive barometer of the 
world’s business and there is more than passing significance 
to the old Antwerp saying “when the stone goes well, all goes 
well.” While January to mid-August of 1932 was probably the 
worst period the diamond market has ever experienced, there 
was a distinct improvement in the last half of the year. 

For centuries, gold and diamonds have had a peculiar fas- 
cination for the human race. While sales of diamonds were 
not large, the desire to possess diamonds remained, and is 
perhaps stronger under stress of economic conditions than in 
normal times, for diamonds are readily transportable wealth. 
Let the people lose confidence even to a slightest degree in 
their currency and many of them will invest in gems, partic- 
ularly in diamonds. 

The decrease in prices of cut diamonds in times of economic 
stress is much less than those of most other commodities or 
forms of investment. Fine large stones in the free market are 
off approximately one-third, or about as much as the pound 
sterling, although in some cases of forced sales, the loss has 
been greater. Small cut stones, particularly those of mediocre 
quality, sold for 50% of their 1929 value. Those familiar 
with the industry believe that diamond prices will not go lower 
and that eventually losses will be made up. The diamond 
industry, once prosperity returns, will rebuild from a higher 
price level than most other industries. * * * 

The diamond industry in times of depression is affected more 
severely than other industries, but with world trade improve- 
ment the rebound of the diamond industry is rapid. This is 
shown by the fact that diamond imports into the United States 
after a depression increase more rapidly than other imports. 
The reason assigned is that as a general rule stock exchange 
betterment precedes actual business improvement. Imports of 
diamonds follow the curve of the prices on the exchange, 
although the effect upon diamond imports is only registered 
about two months after the peak of depression in the stock 
market. 

The prosperity of the diamond industry and that of world 
business conditions are identical; that is, diamond sales increase 
in good times and decreases in bad. The fluctuation in diamond 
sales are however more pronounced. Over a period of years, 
the major swings are together, although large imports have 
been made in some years of depression and the reverse in 
some of the good years. If one compares imports and the index 
of business activity by months, the parallelism is only most 
general and there are many differences. 

Diamond imports and American national income have in- 
creased together: in the period, 1913 to 1926 the imports 
imcreased proportionately more rapidly than national income; 
from 1927 to 1929 they ran parallel, but since then the imports 
have decreased much more than national income. The 1932 
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y Though one of the products hardest hit by the depression, diamonds have 
held their position in the world industry much better than many staples, not to speak of 
most stocks and bonds, and the position of the diamond market considering everything is 
unusually strong at the present time, owing to the actual scarcity of the fine finished 
product and the increasing demand that is looked for all over the world. 

The reasons for this condition are well shown in the “Review of the Diamond I 
for 1932” made by Sydney H. Ball, the eminent mining geologist, and brought mage A 
year as previously under the auspices of the National Jewelers Publicity Association. 


31 





Sydney H. Ball 


imports, due to hard times, were scarcely one-eighth of the all- 
time high (1919) and one-sixth of the average for the period, 
1922 to 1926. This augurs well for a pick-up in the diamond 
industry, once prosperity returns. 

During the years the diamond industry from the rough 
sales’ standpoint has been on a sound basis for practically all 
sales are made through a single agency—the Diamond Corpor- 
ation; production, with the South African mines shut-down 
and the other African mines curtailing is attuned to the smaller 
world demand. Toward the end of the year, the South 
African Government and the industry were in harmony. The 
industry awaits merely the return of normal conditions to 
again become profitable, but general trade conditions must 
improve before the diamond industry can enjoy .good times. 


RouGH 


The Diamond Corporation in its sale of rough has favored 
a decreased sales volume at standard prices rather than sales 
volume at price concessions. Sales for the year were small, 
but those of the second-half-year measurably larger than 
those of the first-half-year. As demand falls off, the Corp- 
oration ceases to make “shows” of goods until demand is 
again insistent. “Outside” diamond supply (i. e. the small 
percentage not sold by the Corporation, including Brazil and 
British Guiana rough and some of South African alluvial 
stones) offered at prices below those of the Corporation, while 
small throughout the year, were an embarrassing feature early 
in the year, but practically disappeared in September except for 
a little South African alluvial. With normal sales volume “out- 
side’ diamonds and those sold by the South African govern- 
ment are unimportant, but with the restricted demand of 1932 
they were a factor of some importance. Further in February 
and again in November a number of Russian cut stones, con- 
tributed to the Soviet cause or confiscated by the Soviet Govern- 
ment, as you like, appeared on the market. “Secondary” 
diamonds, to borrow a phrase from the metal market, also 
appeared in fair quantity in many markets impeding the dis- 
posal of rough. Prices of fine rough held up but in 1932 as in 
1931 the demand for the smaller and poorer grade material was 
predominant. Cutters at times had difficulty in getting rough 
of the latter description (i. e. March, August). Fine large 
rough was also hard to obtain during the year. January and 
February 1932 were somewhat better than December 1931, but 
sales were small and the market was on the whole quiet in the 
first four months of the year; May was slightly better, June 
was a poor month due to overbuying in May; July showed a 
betterment in sentiment, with sales small; August, September 
and October were good months and due to market control 
some cutters were unable to obtain small rough, consequently 
prices were advanced from 25-30% from the June low. In 
November and December as is usual, a seasonal falling off 








began, and demand sagged, in part due to the fall in English 
exchange making it difficult for the British and Hindoos to buy. 


CuT 


As to the sales of cut goods the demand from Central 
Europe dried up in January as the people gained faith in their 
currency; investment buying of this sort reappeared dur- 
ing June, in Hungary, denuding even the pawnshops of dia- 
monds. Throughout the year small goods, particularly those 
of mediocre grade sold better than large fine goods, although 
early in the year and again in September some of the latter 
were sold. This indicates a reduced purchasing power of the 
people. When price improvement came in the last half of the 
year, the price increment was relatively greater in the smaller 
goods due to South African over-cutting of stones of over one 
carat. Antwerp noted a slightly better demand late in April 
and May. Weddings, graduation and a possible jewelry sales 
tax increased the United States demand in June. June was, 
however, both as to demand and price, a record low month 
and the bottom of the depression in the industry. Real improve- 
ment only appeared in August and the demand was brisk until 
November, when as is usual, seasonal easing-off occurred for 
the rest of the year, aggravated by the fact that in August, 
September and October, cutters speeded up production more 
than was warranted by the demand. 

Small cut goods in the early Summer fell to a price which 
scarcely represented the labor expended in cutting them. For 
instance, diamonds weigh one-eightieth of a carat of eight 
facets sold for only forty cents each. In August prices par- 
ticularly of small goods rose in Antwerp and Amsterdam 
10-15% and were up from 25-30% by the end of October, only 
to ease off somewhat in November. The increase was 
warranted by slightly high prices paid for rough and by an 
increase in cutters’ wages as labor is a big factor in determin- 
ing the price of such goods. In the early Fall a similar improve- 
ment was noted in American auction sales and retail shops 


























Stones and Pearls. 


STAR SAPPHIRES 


For your, or your custom- 


ers. approval, we will be 
pleased to submit a selec- 
tion of Star Sapphires in 
Ladies’ or Men's Rings and 
in Cuff Links. A large stock 
of Unmounted Stones on 


hand for all your needs. 


DIAMONDS 


We are prepared at any time to cooperate with you on your 
calls for Emerald-cut and Marquise Diamonds, Precious 


raised their prices. The increase in prices tremendously eased 
the situation of some over-stocked Antwerp and Amsterdan 
cutters and doubtless minimized the amount of distress Zoods 
which appeared on the market. As has always been true, 
unusually fine stones of good weight remain rare, for like fine 
old paintings the supply is strictly limited. * * * 


RETAIL ‘TRADE 


In America diamonds account for from 30% to 40% of th 
jewelers’ sales. In 1932 retail sales of jewelry stores Probably 
decreased more than any other class of store diamonds moy 
than other merchandise carried by the jeweler. The Christmas 
diamond trade was poor, particularly in the larger stones, 

Stocks of the retail jeweler in the United States Probably 
have not been lower in a generation, being over one-fifth less 
on December 31, 1932 than on the corresponding day of 1931, 
Imports have been so small, that they by no means represent the 
diamonds sold even in such a time of economic disturbance, 
The shortage is particularly in small cut goods, there is ap 
ample supply of five carat and larger fine stones. Strangely 
enough even the Corporation had no over-supply of small 
cutable rough. The featuring of distressed merchandise in go 
many quarters has masked the true shortage from the public, 


(To be continued) 


Indications point to a large attendance at the Bradley 
Horolog Reunion at the World’s Fair which will take 
place in Chicago during the week commencing June 25, 
Headquarters will be the Atlantic Hotel, which is con- 
veniently located. As soon as visitors arrive in the city, 
full information may be obtained at the conference room 
in the Atlantic Hotel, which has been reserved for this 
event. 








Fancy-Shaped Diamonds 
Sapphires - Rubies 








608 Fifth Avenue 


cess Dy ee 
JEROME RICHHEIMER 


Cat’s-eyes 


New York 
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Uncle Sam as Industry's Partner 


Features of the “National Industry Recovery Bill” Permitting Gov- 
ernment to Cooperate with Trade Bodies in Enforcing Business 
Codes and Eliminating Unfair Competition 


WasHINGTON, D. C., May 20—A new day may soon 
dawn for the industry of this country with the enactment 
of the so-called National Industry Recovery Bill intro- 
duced in both the Senate and House on May 17; for under 
this bill, the President has been given almost unlimited 
power over industry in a way that will permit the Govern- 
ment to cooperate with the decent and progressive element 
in every line of business, in the formulation of trade 
practices, control of production, elimination of unfair 
competition, relief of unemployment, fixing of standards 
and improvement of labor conditions, etc., that will 
eliminate or annihilate those forces which are holding 
back the progress of business today. 

The first part of the bill which relates to industry is 
preceded by a Declaration of Policy which reads: 


DECLARATION OF POLICY 


SEC. 1—A national emergency productive of widespread un- 
employment and disorganization of industry, which burdens 
interstate commerce, affects the public welfare and undermines 
the standards of living of the American people, is hereby 
declared to exist. It is hereby declared to be the policy of 
Congress to remove obstructions to the free flow of interstate 
commerce which tend to diminish the amount thereof, and to 
promote the organization of industry for the purpose of co- 
operative action among trade groups, to induce and maintain 
united action of labor and management under adequate govern- 
mental sanctions and supervision, to eliminate unfair competi- 
tive practices, to reduce and relieve unemployment, to improve 
standards of labor, and otherwise to rehabilitate industry and 
to conserve natural resources. 


To effectuate the policy the President is authorized 
to establish agencies and accept and utilize voluntary 
services to appoint without regard to civil service laws, 
Federal and state officials and employees and to prescribe 
their duties, responsibilities and tenure of office. But the 
President may delegate many of his functions and powers 
to such officers, agents and employees as he may designate 
and may establish an Industrial Planning and Research 
Agency to aid in carying out his functions during the 


two years that the bill shall be in effect (or less should he: 


declare the emergency over). 

It was announced May 18, the President has selected 
General Hugh S. Johnson, soldier, lawyer and manufac- 
turer, and former member of the War Industries Board, 
as a so-called dictator of industry when the bill shall go 
into effect. 

Now the most important part of the pending legislation 
liesin the opportunity that it gives to industry to remedy 
its difficulties and to control its future. For under 
Section III, the bill provides for codes of unfair com- 
petition that can be established by the industry itself in 
this way. 

CODES OF FAIR COMPETITION 
SEC. 3—(A) Upon the application to the President by one or 


more trade or industrial associations or groups, the President 
may approve code or codes of fair competition for the trade 
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or industry or subdivision thereof, represented by the applicant 
or applicants, if the President finds: (1) that such associations 
or groups impose no inequitable restrictions on admission to 
membership therein and are truly representative of such trades 
or industries or subdivisions thereof, and (2) that such code 
or codes are not designed to promote monopolies, or to eliminate 
or oppress small enterprises and will not operate to discriminate 
against them, and will tend to effectuate the policy of this 
title. The President may, as a condition of his approval of any 
such code impose such conditions (including requirements for 
the making of reports and the keeping of accounts) for the 
protection of consumers, competitors, employes and others and 
in furtherance ‘of the public interest, and may provide such 
exceptions to and exemptions from the provisions of such code 
as the President in his discretion deems necessary to effectuate 
the policy herein declared. 

(b) After the President shall have approved any code, the 
provisions of such code shall be the standards of fair competi- 
tion for such trade or industry or subdivision thereof; any 
violation of such standards in any transaction in or affecting 
interstate commerce shall be deemed an unfair method of 
competition in commerce within the meaning of the Federal 
trade commission act, as amended. A violation of any pro- 
vision of such code shall be a misdemeanor and upon conviction 
thereof an offender shall be fined not more than $500 for each 
offense. 

(c) The several district courts of the United States are 
hereby invested with jurisdiction to prevent and restrain viola- 
tions of any code of fair competition approved under this title; 
and it shall be the duty of the several District Attorneys of the 


‘ United States, in their respective districts, under the direction 


of the Attorney General, to institute proceedings in equity to 
prevent and restrain such violations. 

(d) Upon his own motion, or if complaint is made to the 
President that abuses inimical to the public interest and contrary 
to the policy herein declared are prevalent in any trade or 
industry or subdivision thereof, and if no code of fair com- 
petition therefor has theretofore been approved by the Presi- 
dent, the President, after such public notice and hearing as 
he shall specify, may prescribe and approve a code of fair 
competition for such trade or industry or subdivision thereof, 
which shall have the same effect as a code of fair competi- 
tion approved by the President under Subsection (a) of this 
section. 


That the bill will have “teeth” by which proper prac- 
tices can be enforced is evident from Paragraph B of Sec- 
tion IV, which gives the President the right to license 
business done in interstate commerce for he says: 


(b) Whenever the President after such public notice and 
hearing as he shall specify, shall find it essential to license 
business enterprises in order to make effective a code of fair 
competition or an agreement under this title or otherwise to 
effectuate the policy of this title, and shall publicly so announce, 
no person, after a rate fixed in such announcement, shall engage 
in or carry on any business, in or affecting interstate commerce, 
specified in such announcement, unless he shall have first 
obtained a license issued pursuant to such regulations as the 
President shall prescribe. The President may suspend or re- 
voke any such license, after due notice and opportunity for 
hearing, for violations of the terms or conditions thereof. Any 
order of the President suspending or revoking any such license 
shall be final if in accordance with law. Any person who 
without such a license or in violation of any condition thereof, 
carries on any such business for which a license is so required, 

(Turn to page 73) 











Pretzel- 
man 


Retails 
for 


$1.00 


This highstepping, jolly pretzelman is made 
of gleaming copper, 18” high and will hold 
aloft a generous supply of pretzels. Price 
(No. 90038) $7.20 a dozen, wholesale. 


Chase giftwares will be displayed at 
Eastern Manufacturers and Importers 
Exhibit, Chicago, July 31 to August 11. 


CHASE BRASS & COPPER CO. — ixcorroraten — 
Specialty Sales Dept., 200 Fifth Ave., New York 
CHASE 









































"U.N Walls Moket9 Pace 
OR seven centuries Leipzig has been the 
world's most important and most favored 

center for the exchange of the best each coun- 

try has to offer. 

At the Fall Fair, 8,000 exhibitors from 22 
countries wili sell their wares to 150,000 buy- 
ers from 72 countries. Whatever your business, 
trade or profession you will find the latest 
offerings of the whole world, here assembled 
for your inspection and comparison. 


Write for information on reduced rates and 
simplified arrangements for travel. 


IN 


LEIPZIG TRADE FAIR- ING INN 10 EAST 407 ST. NEW YORK 
LEIPZIG TRADE FAIR 





AUGUST 277 31 

























“ASK ANY GEMOLOGICAL STUDENT!” 


(The Slogan which will soon be heard everywhere) 


BECAUSE IF YOU ARE A CUSTOMER 


for Diamonds or other Gems, those students know. Their training protects 


your best interests. 


BECAUSE IF YOU ARE A JEWELER 


looking for increased profits, those students know! Not only how much they 
expect to profit when they qualify to use this emblem 











but they know HOW MUCH PROFIT THEY HAVE ALREADY MADE 
by using the information and sales instruction they receive each week in 
their courses. Why not ask them now? 


Write today for names of neighboring jewelers who are preparing as 
CERTIFIED GEMOLOGISTS, or for any other information. 





GEMOLOGICAL INSTITUTE OF AMERICA 


3511 West 6th Street 





Los Angeles, Calif. 
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Silver Selling Ideas 
(From page 21) 


half an hour, and when it seems advisable I take a cus- 
tomer back to a table which I have at the rear of the 
department. 

“I place the silver on linen to create a homelike 
atmosphere, using doilies for flat silver and a scarf for 
three-piece sets of a bowl and candle sticks, just as 
they would appear on a buffet. I keep a supply of 
candles in the department, and use them in the candle 
sticks. I get out a service plate, and set a place on a 
cloth in front of the customer. 

“Finding the price range of the customer must be 
done in a tactful manner, I ask, ‘Did you have anything 
in mind?’ Perhaps she in thinking of Sterling. ‘Some- 
thing about $10 or $15?’ I inquire. No, about $5, she 
may answer. I get out several pieces of silver, and try to 
work the scale upward. Frequently I succeed in making 
a larger sale. 

“At one time a man told me he was interested in a 
creamer and sugar in silver, and would pay six or seven 
dollars. “Why not something nice, something permanent 
and lasting which would fit in well with other pieces 
and perhaps be part of a collection later?’ I asked him, 
and I finally sold him a creamer and sugar costing $25.00. 

“People usually inquire for either a cheap article, or 
for something very nice, for a simple pattern or for an 
elaborate one. When there is an opportunity to sell 
only an inexpensive article, I offer a plated hollowware 
item such as bowls, gravy boats, platters and vegetable 
dishes, which are available in good quality at as low as 
five dollars. 

“There are three types of customers, the prospective 
bride who is starting her own service, the repeat sale, and 
the gift sale. Prospective brides offer the difficult cases, 
where the salesperson is keyed up until she gets the order. 
In the repeat sale, the person adding to her collection 
wants to know what she should get next, and the question 
of pattern has already been decided. 

“While the repeat sale is the easiest type to handle, 
an expert salesperson can work up the sale to a greater 
amount than the novice can. A gift buyer usually decides 
within half an hour, and the store either gets the sale or 
loses it within a short time, so it requires hard work. In 
selling Sterling, I try to sell one or two complete plate 
services in the first sale instead of a complete set of knives 
or forks. 

“A silver department manager has several definite 
responsibilities, including the invoicing of stock, making 
sure that merchandise is kept clean, supervising stock 
arrangement, overseeing and making suggestions regarding 
engraving of services, overseeing the wrapping and 
delivery of packages, watching window displays, suggest- 
ing advertising copy, and doing most of the selling 
personally. 

“I always invoice my stock before I buy, making a list 
of articles which I have, and filling out only what I need. 

“The person in charge of a department should keep a 
constant check on the condition of the stock, and either 
clean it herself or see that someone else cleans it. People 
will not buy, when they see tarnished silver on the shelf 
or in the window, and when in the window silver browns 

(Turn to page 40) 
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JUNE BRIDES WILL WEAR 


PEARLS 


We Carry 
Cultured Pearls 


Necklaces . . . Loose Pearls 
Half Cultured .. . Full Cultured 
Pearls for Additions 


Genuine Oriental Pearls 
* Necklaces . . . Loose Pearls 


For Manufacturers 
Genuine Whole Pearls 
Button Pearls . . . Half Pearls 








CRERTTHING HY GF THE STONE LINE 


S.NATHAN & CO.. Inc. 
—~—Dia poe ay ae 


Stones 





Preciousand S: iC 
T1-T3 Nassau Street 
NEW YORK,NY. 
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CO-ED RINGS 


FOR GIRLS AND BOYS 
ABSOLUTELY NEW 


Graduation and Initial Rings 


PRICE $999 EACH | 





Actual size 
A variety of Original Designs each with a good quality 
diamond. 14K. solid gold (assorted colors). Two 
letters or numerals supplied with each ring for jewelers 
to apply themselves. All rings are hand made. 
A handsome display box given with an order for twelve rings 








SAMUEL KATCHER 


(Formerly Rabinowitz & Katcher) 


New York 


H. M. LIPMAN 
46 Kearny St., San Francisco, Cal. 


49 Maiden Lane 


PACIFIC COAST 
REPRESENTATIVE 














June Special Offer 
COMMUNITY PLATE 


ADDS TO ITS EXTRAORDINARY 
MONTH-OF-MAY OFFER 


NINE ADDITIONAL ITEMS 
AT SAVINGS OF MORE THAN 33 1/3%! 





AN ASSORTMENT OF 


22 ESSENTIAL PIECES 
In Black and Gold Gift Boxes 


*1083 


Cash Discount 
Six Percent 





UNIT CONSISTS OF 


6 SALAD FORKS 1 COLD MEAT FORK 
*6 BUTTER SPREADERS 1 GRAVY LADLE 
*6 ICED TEA SPOONS 1 BERRY SPOON 


1 PIERCED PASTRY SERVER 





*Oyster Forks or Cream Soups may be substituted 


J. W. JOHNSON 


14 MAIDEN 1 W. 47th 
LANE STREET 
NEW YORK CITY 

















“PAVELCO” again leads with these fine 
hand-blown crystal beer steins and “Pils- 
ner” glass. More of them are shown in our 
new summer leaflet which will be mailed on 
request. When in Chicago this summer, do 


not miss our Century of Progress display in 


the General Exhibits Bldg. 


F. PAVEL & CO. 
15 WEST 37th ST. 
New York, N. Y. 
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Silver Selling Ideas 


(From page 39) 


quickly unless proper care is taken of it. 
appeal when tarnished. 

“Sometimes a sale hinges on the point of whether or 
not silver is difficult to keep clean. It should be pointed 
out to customers that silver in use tarnishes less easily, and 
in case it is to be stored the new non-tarnish chests pro- 
tect it. This not only helps in the sale of both plated 
silver and Sterling, but suggests another sale, that of a 
chest. 

“Arrangement of stock is important, and silver should 
be kept out of drawers, and in cases where it can be seen, 

“After a sale is made, I try to suggest the proper letter 
tor the engraving, to conform to the design of the piece. 
I make a point of our engraving service when talking to 
prospective purchasers, explaining that each pattern needs 
a monogram which harmonizes with it, and that our 
engraver makes a study of this work. As a rule my 
customers won’t have engraving done unless I pass upon 
it. 

“Delivery of a well-wrapped package creates an 
impression of quality. The merchandise should be well- 
cleaned, and particularly in the case of Sterling should be 
placed in either cases or bags. We use attractive boxes, 
tissue paper, a green cord which gives a ribbon effect, and 
seals. The package has a dainty appearance, and this 
pleases the person receiving the gift, and the purchaser. 

“In the display of silver in windows I select the most 
outstanding patterns, and this lends an interest which 
frequently brings into the store people who never before 
came in. While we ordinarily change windows every 
week, when we have a particularly good one we leave it in 
over the second Sunday, because we feel that many people 
window shop after Saturday night shows and after Sun- 
day dinner. 

“Tt is the responsibility of the department manager to 
have suggestions for advertising copy ready when she is 
called upon by her employer to make suggestions. He 
can find out from her the response received from copy 
already run, and determine from her «the merchandise on 
hand which should be mentioned in the newspaper space. 

“A department manager who does the buying knows 
the stock, and is better able to serve customers than 
another person would be. When someone wants six odd 
knives and forks, the buyer can get them without delay 
whereas another salesperson might lose the sale. The 
buyer can serve anyone wanting the unusual, and when a 
call is received for something not in stock she can use the 
catalogs intelligently.” 


Stock loses its 


Boycott on German Cut Gems Stiffens Diamond Market 


Lonvon, May 15—In consequence of the boycott de- 
clared in Amsterdam and Antwerp against the cutting 
of diamonds in Germany the market prices, especially, 
for mélée and small brilliants, have become decidedly 
stiffer this month. Holborn Viaduct gem brokers like 
Backes & Strauss say that since Easter the diamond market 
tone has been a little better and that the general feeling 
in the diamond trade is one of hopefulness. It is pointed 
out that the market is in a much healthier condition today 
than at any time during the past few years. 
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A Century of Progress Opens 
(From page 27) 

agriculture, the epic story of electricity, the century’s 
advance in a thousand and one industrial processes will 
be shown free of charge to the millions of persons visit- 
ing the Exposition this summer. 

A Century of Progress, however, will not be merely 
an instructive or educational celebration. There will be 





A view of the C. D. Peacock, Inc., exhibit 


features to thrill and delight visitors of all ages. People 
visit World’s Fairs primarily to be amused and made 
to wonder. “They may be educated by what they see and 
their minds enriched by new ideas acquired, but essentially 
they are in a holiday mood, receptive to thrills. 

For this reason much thought was given to the de- 
velopment of amusement features. On the Midway will 
be breath-taking rides and thrilling amusement attrac- 
tions. Elsewhere will be colorful historical reproductions, 
exotic presentations of the life, rites and customs of people 
of distant lands, historical pageants, music, sports pro- 
grams and entertainment features of new and unique 
description. 

The supreme amusement thrill of the Fair will be 
the Sky-Ride. The lofty towers of this $1,200,000 at- 
traction, will be 628 ft. high—taller than the Washington 
Monument or any Chicago building. 

At the 200 ft. level the tower will be connected by 
steel cables, along which suspended rocket cars will travel 
back and forth across a mirror-like lagoon. The span 
between the towers will be 1850 ft., greater than the 
span of all but a few of the huge suspension bridges of 
the world. 

Never before have such elaborate preparations been 
made for entertaining children. The Enchanted Island, 
or official children’s playground is already rapidly ap- 
proaching completion on Northerly Island. Here young- 
sters may romp in a story-book atmosphere while their 
parents are viewing the sights of the Fair. 

This land of make-believe will feature a magic moun- 
tain, a tiny railroad which winds its way over strange 
lands, through weird caves and along the shore of an 
apparently boundless ocean; a children’s theater, trained 
animals and clowns. 

Some very interesting industrial features will show how 
copper wire is drawn through a hole in a diamond to 
hairlike thinness, granite rock being cut with a diamond 
tooth saw and many other uses in industry, the amount of 
bort being far in excess of jewel gems in any field. 

When the exposition closes next November the diamond 
mine and mill will become a permanent exhibit in the 
Museum of Science and Industry in Chicago. 
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ARE YOU PROTECTED 


Against Damage by a Raging 
TORNADO? 


THERE IS SUCH A THING AS FIRE 
PREVENTION—BUT—EVEN SCIENCE 
IS HELPLESS WHEN A TORNADO STRIKES 


« 
DO NOT TAKE A CHANCE—BE PROTECTED 


WINDSTORM INSURANCE 
Bridges the Gap! 


OUR fire insurance policy reads: “FALL OF 

BUILDING. If a building or any material 
part thereof fall except as a result of fire, all in- 
surance by this policy on such building or its 
contents shall immediately cease.” You have 
no protection if fire follows a windstorm. 


HE National Jewelers Mutual windstorm pol- 

icy reads: “In case the building or any ma- 
terial part thereof fall as a result of windstorm, 
cyclone, or tornado, immediately followed by 
fire as a direct result, then this insurance is ex- 
tended to cover such resultant fire loss."" IT 
BRIDGES THE GAP! It protects you against 
fire after a windstorm. 
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20% 
DIVIDENDS. PAID 


ON TORNADO POLICIES 


NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


Neenah, Wisconsin 


































What your customers see this month! Why don't you offer them Gorham Sterling 


26 Gorham Sterling patterns 
_ the greatest selection in in the would! 


Only the supremacy of Gorham artistry and craftsman- . 
ship can offer you such a choice in silver. Each Gorham pat- 


tern is authentic ... reflecting the highest art of its period. 





Each is the original design of the most famous artists in pre- 
cious metals . . . showing a finished perfection in beauty of 
line ... proportion ... design .. . detail . . . utility. There is 
a Gorham pattern to suit every taste. 
._ Gorham Sterling may be had in single pieces or in a com- 
plete service. Additional pieces are obtainable at any time 
. even 25, 50, 75, 100 years later. And there is Gorham 
hollow-ware to harmonize with each flat-ware pattern. Yet 
Gorham Sterling costs no more... and it is at the lowest 
price in Gorham’s 102 years of silversmithing. 


Practically every good jeweler is a Gorham agency. Any 





of them will gladly show you Gorham Sterlin atterns 
CHANTILLY FAIRFAX any y ¢ Pp , HUNT CLUB ETRUSCAN 


Louis XV Colonial without obligation on your part. Modern Late Georgian 











CHATHAM — CINDERELLA COLFAX COVINGTON DOLLYMADISON EDGEWORTH * FLORENTINE KING ALBERT KING GEORGE LANSDOWNE MADAM JUMEL 
Colonial Victorian Colonial Colonial Colonial Colonial Italian Renaissance Late Georgian Middle Georgian Adam Adam 
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MOTHERS MYTHOLOGIQUE OLD FRENCH PARIS PLYMOUTH PRINCESS PATRICIA ST.DUNSTAN, Plain ST. DUNSTAN, Chased SHAMROCKV © 
Colonial French Renaissance _—‘ French Provincial French Renaissance Colonial Louis XIV Jacobean Jacobean Modern Empire — 












122, GoRAM Company STERLING 


Lovidence, Kode Lsland-- since 1831 


SHEAF OF WHEAT AMERICA’S LEADING SILVERSMITHS. MAKERS OF EVERYTHING IN VERSAILLES 


Late Georgian STERLING SILVER, BRONZE & GOLD. SPECIAL COMMISSIONS SOLICITED. Louis XV 










GORHAM STERLING IS SOLD BY MORE JEWELERS THAN ANY OTHER STERLING IN AMERICA 
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Sell Trophies Now! 


Sell trophies now! This is another 
sales opportunity offered the jeweler for getting extra business, which in many instances 
is being taken out of his community and placed elsewhere. 


This is plus business—profitable business, with a large proportion of it developing 
during the spring and summer season. Athletic events usually staged during the warm 
months call for trophies of one kind or another. Use your spare hours to attract this 
extra business into your store. 


Golf tournaments provide a wide opportunity for selling trophies. Make the ac- 
quaintance of the trophy committees of the golf clubs. It may pay you to join a few 
clubs if you find it necessary to do so. During the season a number of tournaments are 
planned—offer to arrange exhibits of trophies at the clubs or in your store. Make a 
real effort that will impress the committee selecting the prizes. If you need assistance 
or promotional material for developing this golf trophy business write the manufac- 
turers of trophies who have worked out complete merchandising plans that will guide you 
in securing this business. ‘They want to help the jeweler and if he'll work in coopera- 
tion with them, additional sales can be made. The plan will enable you to compete with 
any institution. | 


Other events during the summer demand trophies. Make a check to ascertain the 
dates, types of contests and those in charge of buying trophies. Your local newspaper, 
through its sports department, will keep you informed but your activity should not be 
limited to that source of information. Contact those in charge of events—invite the 
committees to your store where a special display should await their selection. Approach 
this plus-business adventure with interest and activity that will convince the customers. 


If your local schools provide trophies for athletic events it may be well to advertise 
in the high school magazine. Effect as many contacts as possible with those who are 
in position to influence this business for you. : 


To stimulate interest in trophies, arrange a window with those won by local people. 
Use a background of photographs of the individuals or sporting events of national im- 
portance. This will attract those passing the window. In going after this business 
make enough merchandising noise to let the customers know you are in position to serve 
them. 


You may find it necessary to give a trophy yourself occasionally. Go ahead and do 
it if it will produce business. The local service clubs are prospects for donating trophies 
for civic affairs. Many times in recognition of an outstanding accomplishment some 
citizen is given a trophy for services. Participate in the civic activities of your com- 
munity which is an advancement toward getting this business. 
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Selling Sterling for the Bride 


The wedding 


season, in which the month of June stands forth pre- 
eminently, is the great harvest time for the jeweler selling 
silver, as is well pointed out in the volume “Helping 
Customers to Buy.” * 

When a bride comes in with her parents to select her 
flatware pattern, it is a good plan after the pattern has 
been chosen to lay out a service before the customer, 
preferably on a table * * * then after the decision to buy 
has been made, bring out some similar appeal hollowware 
pieces. A service plate immediately suggests itself and 
perhaps a coffee service. Arrange these on the table at- 
tractively and, first suggesting how well chosen the flat- 
ware pattern is, point out the striking similarity and 
beauty of the hollowware pattern. 

This may lead to an immediate inquiry about the 
addition of a full hollowware set. Even if it does not, 
you have opened the way for an additional sale after the 
wedding. 

Make a note of the pattern and, shortly after the 
wedding, send the bride a letter with any descriptive 
literature you may have about the hollowware, referring 
to her appreciation of the articles when she looked at 
them in your store. When you tie in after this fashion 





*Volume V of the course prepared for the Sterling Silversmiths’ Guild. 





Ou HUNDRED 
years ago was founded 
the original house of 
Silversmiths which 
through the fine old 
name of Wood & 
Hughes ultimately be- 
came Graff, Wash- 
bourne & Dunn. These 
names, for a Century | 
have typified the fin- | 
est Silversmithing in | 
America. 





No. 8317—Five piece “Century” tea set $330. Keyst, Discount tax inc. 


In the better class of Sterling Hollowware, the “Century” tea set is so much less in price than it 
ought to be, that it represents an outstanding “Sterling Value” for 1933. 


The design is an adaptation of early American simplicity, coupled with beautifully modeled and 
cast ornamental spouts and handles. Its weight is substantial, and its workmanship beyond ques- 


GRAFF, WASHBOURNE & DUNN 


tion. 


142 WEST 14th ST.—SILVERSMITHS—NEW YORK, N. Y. 





A Century of Progress —,,, 
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with a specific sale which has already and recently been 
made you are able to recapitalize your original sales 
effort. 

When a customer selects a certain pattern for a gift, 
it is even more because she likes it herself than because 
she thinks the recipient will like it. In many instances 
it is logical to suggest that the customer duplicate her 
order and purchase the same piece or pattern for her own 
use at the same time. 

Methods for introducing the additional sale employed 
by successful salesmen naturally differ greatly in detail; 
however, all of them may in general be classified under: 
one of the three heads according to the situation attend- 
ing the sale. 

The three methods represent a descending scale of in- 
timacy and concreteness. In the first method, the sales- 
man makes his suggestion on the basis of some specific 
item of information about the customer. This may be 
something which he knows out of experience, hearsay, or 
from the recent sales interview. In the next method the 
salesman makes his suggestion on the basis of matching 
or harmonizing something with the article already bought. 
When the circumstances are such that neither of these 
methods can be employed, the salesman must fall back 
on the interest appeal method. 






1833—1933 
“Century” Tea Set 


TRADE MARK 
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Wholesale Jewelry Distribution 


‘Tis survey of wholesale 
jewelry distribution conducted by the Department of 
Commerce with the aid of the National Wholesale 
Jewelers’ Association, which was referred to in the May 
issue of THE JEWELERS’ CIRCULAR, is based upon re- 
turns from 211 wholesalers. These concerns in 1929 
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did aggregate business of $57,538,059, or about 34 per 
cent of the total wholesale jewelry business during that 
year, as recorded by the 1930 Census of Distribution. 

Sales figures of 132 concerns were available for the 
period from 1926 to 1931. When these figures, ex- 
pressed in index numbers, are contrasted against the in- 
dices of general business activity for the same period of 
time, the jewelry figures do not compare unfavorably 
(see Fig. 1). While wholesale jewelry sales suffered the 
most pronounced recession in 1931, reaching 57, factory 
payrolls are but six points higher, at 63. These com- 
putations are made with the figures for 1926 equalling 
100. 











No WANE IN WHOLESALER’S IMPORTANCE 


Contrary to current comment and speculation, the 
wholesaler is not decreasing in importance according to 
a comparison of retailers’, manufacturers’, and whole- 
salers’ figures for the brief period of 1927-1929. Re- 
tailers’ sales figures decreased 3 per cent in this time; 
manufacturers enjoyed a gain of 2 per cent while whole- 
salers in 1929 showed sales 7 per cent greater than in 
1927. The survey discloses that about one-fourth of the 
retail jewelers have wholesalers as their only source of 
supply, indicating a definite dependence of the retailer 
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upon the wholesaler. The dependence is reciprocal, how- 
ever. 


RETAILER BECOMING INCREASINGLY IMPORTANT 


During 1926-1930 retail jewelers accounted for about 
95 per cent of the sales of the largest concerns. Through 
this period sales to retail jewelers by small wholesalers 
declined consistently while sales by large wholesalers to 
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FIGURE 15. = FLOW OF MERCHANDISE THROUGH WHOLESALE JEWELER'’S ESTABLISHMENT 











Fig. 2 
retail jewelers increased from year to year. This was true 
also of the sales of wholesalers in cities of population of 
1,000,000 and more. In 1926 retail jewelers accounted 
for 91 per cent of the total sales of this group. By 1930 
the importance of this outlet had increased where it ac- 
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counted for 95 per cent of the total sales for those 
concerns. Invariably the concerns who experienced an 
increase in the percentage of sales to retail jewelers 
enjoyed a proportionate increase in their total volume of 
sales. On the other hand, those wholesalers whose sales 
to retail jewelers declined found a similar decline in total 
volume. Figure 2 illustrates the flow of jewelers’ mer- 
(Turn to page 46) 























Due to the upward trend in industry the public 
is making certain demands. In meeting these it 
must be recognized that design is fundamental. 
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Courses are offered covering the entire 
field of Jewelry and Silversmithing in 
day and evening classes. Literature de- 
scribing the work will be sent on request 
by application to A. Sypney RoLLincs, | 
11 WaTERMAN St., ProvipENCE, R. I. 
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Boston — 
Hotel Kenmore 


Commonwealth Ave. at Kenmore Sq. 


400 Rooms from $300 Daily 


Each room has its 
own tub and 
shower, as well as 
circulating ice 
water. Moderately 
\priced Coffee 
fe] Shop. Always 
fy ample parking 
space. You will 
find real  over- 
night comfort at 
the Kenmore. 











C. P. DODSON, President and Manager 
1 
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Wholesale Jewelry Distribution 
(From page 45) 


chandise, from the wholesalers’ source of purchase to the 
retail outlet. This chart shows that on the average, the 
retail jeweler purchases 93 per cent of the volume of 
the wholesaler, the remaining 7 per cent being distributed 
among department stores, drug stores and general stores, 


Buyinc TRENDS 


Figure 3 shows the retailers’ buying habits reflected in 
wholesalers’ sales. Buying starts to increase in July and 
reaches its peak in December. Sales by retailers show 
minor peak in June, are low in July, then climb gradually 
to an almost perpendicular rise in November. 


WHOLESALE Business More PROFITABLE 


Of peculiar interest is the statement that “Limited 
figures available indicate tendency for operations to be 
more profitable for wholesale than for retail jewelers,” 
In 1929 the profit per $100 of sales for a group of 
wholesale jewelers was $2.73. A group of retail jewelers 
sustained a loss of $1.80 per $100 of sales during the 
same year. Accentuating this difference is the fact that 
the gross margin of wholesale jewelers amounts to but 
55 per cent of the retailers’ gross margin. In the case of 
both of these groups, salaries were paid to the proprietor. 
The survey observes that “this contrast may be due toa 
difference in the problems facing these two branches of 
the jewelry trade.” It is certainly a contrast which will 
bear further investigation. 





Century of Progress Diamond Exhibit 
(From page 29) 


found. Along the tunnel apparently 300 feet long, the 
blue rock will be wheeled in cars to the hoists. As the 
visitor stands at the opening between two mine buildings 
with full sized rock at his feet, he will look across and 
into the Kimberley pit, which is in reality about 1000 feet 
in diameter and about 1000 feet deep. By means of the 
perspective which is possible with such dioramas as are 
being used, the illusion will be most real. A voice ona 
recorder on the sound track will describe the Kimberley 
pit as the visitor views it. 

The history of the diamond industry of South Africa 
will introduce this talk as the light on the diorama is 
intensified to assimilate the approach of the day. The 
history of the various periods of operation of the Kimber- 
ley Mine will be discussed in detail and as the sun sets, 
throwing a glow across the sky and twilight comes, the 
lights of the village of Kimberley will appear across the 
pit and the visitor will be asked to turn to the right and 
enter the Kimberley cage and be taken to the diamond 
mines where he may view the natives at work as above 
described. 

In contrast with the underground diamond mine, the 
alluvial diamond mining section will be devoted to surface 
operations which are known as alluvial fields. Through 
the courtesy of the Société Internationale Forestiere et 
Miniere du Congo and the Companhia de Diamantes de 
Angola, with headquarters in Brussels, Belgium, this area 
will be devoted to their extensive operations in Central 
Africa. By means of a large mural, 30 feet long and 
8 feet high, the complete story is told. 
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The Regulations on Gold 


Treasury Department issues rules covering licenses for its use and for ex- 
port. Jewelry Trade may continue to get gold under reasonable restrictions 


WasHINcTON, D. C., May 4.—Following the Presi- 
dent’s order to “gold hoarders” which was issued April 
5 and was told of in some detail in the last issue of THE 
JEWELERS’ Circuar, the Treasury Department, at the 
end of April, issued the formal regulations covering the 
licensing, the purchase and export of gold. As predicted 
in the article on the President’s order, there is no at- 
tempt either in the original order or in the licenses that 
followed it, to interfere with the legitimate use of gold 
in the arts or in industry or in science. In Article II of 
the Regulations, full provision is made for those manufac- 
turers using gold legitimately to get the metal needed 
under proper, yet very simple arrangements. The full 
text of this article is as follows: 


ARTICLE II. Purcuase oF Gotp ror Use 1n INDustrRY, 
PROFESSION OR ART 


Sec. 1. Eligible Applicants. Any person having a legitimate 
and customary use for gold in industry, profession or art (in- 
cluding research and scientific work), or any person customarily 
supplying gold to others for such use (hereinafter called a 
“dealer’), may file with a Federal reserve bank an application 
to purchase such quantity of gold as may be required for 
legitimate and customary use within a reasonable time. 

Sec. 2. Applications. Such application shall be filed in dupli- 
cate, executed under oath and verified before an officer duly 
authorized to administer oaths, and shall contain (a) the name 
and address of the applicant, (b) the industry, profession or 
art or business in which the applicant is engaged, (c) the 
amount of gold usually required for use in the applicant’s 
business for a period of 90 days, (d) the amount of gold used 
or sold during the preceding calendar year, (e) the amount and 
a description of all gold on hand at the date of the application, 
(f) the amount of gold applied for, (g) a statement that the 
applicant will use such gold as he may be permitted to pur- 
chase only for the legitimate and customary requirements of 
industry, profession or art, or for sale exclusively in industry, 
profession, or art, and (h) a statement that no other application 
is pending. 

Sec. 3. Purchase of Gold. Upon receipt of the application 
and after making such investigation of the case as it may deem 
advisable, the Federal reserve bank, if satisfied that the gold 
is necessary for the legitimate and customary requirements of 
the applicant’s business, industry, profession or art, within a 
reasonable time, may permit the applicant to purchase such 
quantity of gold (not in excess of the amount applied for) as 
may be necessary for such use upon payment therefor of an 
equivalent amount of coin or currency coined or issued under 
the laws of the United States. The applicant shall keep an exact 
record of the disposition of such gold, and, in the case of a 
dealer furnishing gold for use in industry, profession or art, 
such dealer shall keep a record which shall show the amounts 
and dates of sales and the names and addresses of the pur- 
chasers. Such records shall be available for examination by 
a representative of the Treasury Department for at least one 
year, after the date of the disposition of the gold. The gold 
so purchased shall be used or disposed of only in accordance 
with this Article and the Executive Order of April 5, 1933. 
Dealers withdrawing gold under this Article shall require of 
the persons who purchase gold from them an affidavit that the 
gold so purchased will be used exclusively in the industry, 
Profession, or art in which such purchasers are engaged. 

Sec. 4. Prior Regulation Revoked. Emergency banking Regu- 
lation No. 25, issued March 13, 1933, is hereby revoked. 


Article III of the regulations provides for licenses for 
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export of gold coin or gold bullion and how they may be 
obtained. Article IV provides the conditions under which 
gold may be imported for smelting or refining and for 
export, while Article V covers the acquisition or retention 
of gold coin, bullion or gold certificates for proper trans- 
actions not involving hoarding. 

In the miscellaneous provisions of Article I, it is pro- 
vided that licenses or permits issued under the regulations 
are not transferable. The penalty provided for a viola- 
tion of any provision of the regulations or any license is- 
sued thereunder is a fine of not more than $10,000 or 
imprisonment for not more than 10 years or both. This 
applies not only to an individual or member of a firm 
but to any officer, director, agent of any corporation who 
knowingly participates in such violation. 


Wedding Bells Ring Profits 
(From page 19) 
study of literature and window display suggestions sub- 
mitted by the silverware manufacturers has often proved 
helpful. 

When it is possible to do so it is an excellent idea to 
prepare a special exhibit of fine sterling and glassware 
and send out carefully worded invitations to this event. 
Make these invitations individual and distinctive and wel- 
come the bride-to-be and a selected group of her friends 
as your guests. Care should be taken that the table 
appointments are correct in every detail and someone in 
your organization should be qualified to answer all ques- 
tions that may arise as to correct etiquette in connection 
with the wedding program. A special luncheon may be 
served to the group if the occasion warrants it. 

In making a special effort to increase the June wed- 
ding sales care should be taken not to lose sight of the 
fact that there will be purchasers who will be limited 
as to the amount of money they can spend. For this 
group a neatly arranged table displaying moderately 
priced articles, suitable as wedding gifts, may be put 
in a convenient place and attention called to it. 

The time and effort given to a sales campaign just 
now cannot be considered as simply a temporary invest- 
ment because the initial sale usually results in a lifetime 
of patronage which includes birthdays, anniversaries and 
other occasions where gifts are in demand. ‘Therefore, 
the jeweler should watch the daily papers for announce- 
ments of engagements and weddings and develop as many 
other sources of information as possible. 

The carefully arranged window display is an out- 
standing business builder and when keyed in with timely 
newspaper advertising works to even better advantage. 
Beware of overcrowding your window space. 

Reference to the April issue of THE JEWELERS’ Cir- 
CULAR will show a seating plan for the bridal table 
which has the approval of Oscar of the Waldorf, an 
authority on correct table arrangement. 
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NEW YORK “7e7ze4st 


Not only does The Woodstock afford a restful, 
homelike atmosphere but its excellent location, at 
the edge of Times Square, is unusually accessible 
to New York's chief interests. It's but a few minutes 
walk to important shopping and business districts 
and Broadway with its galaxy of theatres, is at 
the corrier. Guest accommodations aie spacious 


and airy. Excellent popular priced restaurant. 


Daily Rates 


SINGLE ROOMS andBATH .. . . from $2.50 
* DOUBLE ROOMS and BATH .. . . from $3.50 


Specially weekly and monthly rates on application 
HOTEL 


WOODSTOCK 


H3ed STREET, EAST OF BROADWAY, NEW YORK 


A KNOTT HOTEL 
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a\:: best hotel | know! 
Near everything, just 
200 feet from Broad- 
way. Modern, hospit- 
able, and comfortable. 
Like the Manager, 


like the rates —$2.50 
single, $3.50 double, 
for a room with bath! 
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Competition Increases 
(From page 25) 


block. Your success lies in finding the fellow who has 
the money, and the fact that his next door neighbor may 
be broke has nothing to do with it. The big idea today 
is not to make a sale but to make a customer. The one. 
time sale pays no profits . .. it’s repeat business that counts, 
but remember, the store getting this profitable turnover js 
only the one that gives service that’s 100 per cent right, 


Both retail and wholesale trade are showing a big 
upward trend through the solid South. Cotton prices 
are advancing with consumption increasing. Wool has 
risen in price. Fall style trends show woolens will be 
the fabric women will want and wear. Most retailers 
believe the inflation idea (another of the President’s aces 
in the hole) will cause most prices to pyramid promptly, 
This will cause consumers to consume. 

We're not merely getting out of the woods but know 
where we want to go and are well on our way. It is 
prognosticated September will be a very prosperous month. 
Remember this when the salesmen tell you their stories 
in July. Don’t be caught napping. Sanity and firmness 
of purpose have characterized our behavior during the 
Spring months, so carry some of that confidence and faith 
in your fellow man right through the hot weather. 


Collier’s survey, sent to 18,000 people like you and me, 
proved that 87.9 per cent of those receiving it felt more 
certain of business’ rapid recovery since the bank holiday 
than before. Let me relay some suggestions as to how 
to make this a sure thing. Get the net profits out of the 
last items in each line. How? By open displays. Aisle 
tables and counters may be the answer. Move goods at 
special prices . .. but move goods. Use envelope stuffers 
to tell your patrons. Put your phone-number on your 
letterhead, on your window too, and don’t wait for 
shoppers to come in. Big department-stores employ 
dozens of bright girls who just sit at telephones all day 
taking orders. Why can’t you do likewise? Use the fine 
dealer helps and newspaper mats most manufacturers 
cheerfully supply. 

Modernism in art is on the wane, so keep your windows 
and ads simple. Famous forecasters agree the last half 
of 1933 should be devoted to serious study of your method 
of presenting merchandise. Reduced incomes still prevail 
generally and the buying public has disciplined itself to 
shop for value. 


Omega Watches are Honored Again 


When the 24 Italian planes under the command of 
General Balbo roar off from the Orbetello, Italy, airport, 
in June, they will all be timed by Omega watches. 

The planes will fly across Europe to Amsterdam, then 
to Ireland and across the Atlantic via Iceland and Green- 
land. They will be equipped with the most modern and 
scientific instruments of aviation. Not least important 
among these are the Omega timepieces. Each plane car- 
ries a chronometer on the instrument board and each pilot 
wears a wrist watch. 

The fact that these timepieces were selected to time 
the flight with the prestige of Italy at stake, is another 
sidelight on the fine quality and accuracy of the watches. 
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‘Organize for Self- 


Preservation and Progress” 


Says A.N. Slavick 


Plan Proposed by Los Angeles Jeweler and Submitted 
at New York State Convention by W. Waters Schwab, 


Manager of J. R. Wood & Sons 


ldeeslone point 
to a government control of all industries. This probably 
will first be tried by regulation through trade organiza- 
tions with government supervision and, if this proves un- 
successful, then by a more direct method. 

There is no industry more in need of control, guidance 
and protection than that one embracing the manufactur- 
ing, wholesale and retail selling of watches, jewelry, sil- 
verware, and lines generally known as jewelry, and unless 
there is a body of capable men selected from every branch 
of the industry, who would have the authority to repre- 
sent it as a whole, there can be nothing very promising 
to the future of the jewelry industry. 

The creation of such a guiding body can be accom- 
plished and in two ways: 

lst—Each branch of the jewelry industry to elect or appoint 

through their national organizations a like number to 
represent that branch in the federation of jewelry in- 
dustries. 

2nd—To combine all jewelry organizations (retail, cash and 

credit, wholesale, manufacturing, importing and any 
others that may be) into one organization, controlled by 
a board of directors representing each branch. This 
would be a jewelry industry organization. 

In either case an efficient and capable manager would 
be employed. 

This federation would not interfere with, or hamper 
the operations and activities of any individual branch, 
but on the contrary would relieve each of certain re- 
sponsibilities and expenditures and assist in other ways. 

What benefits can and will be accomplished by trade 
associations under government supervision are not yet 
definitely known, but it is certain that the jewelry indus- 
try will be in a position to deal with any suggested 
changes or demands made by government authorities in a 
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more intelligent manner if done by a competent organiza- 
tion. 

However, the prime object of an organization would 
be to create the desire for jewelry and silverware. 

There are so many ways that this would be developed 
by a competent management that it seems a pity that this 
industry has been allowed to slip backward as it has 
because of the absence of such efforts. 

The matter of organization can be easily accomplished, 
but to carry on and to produce results there will have to 
be funds, and in a large degree the results will be in 
proportion to the funds. 

Heretofore the expense necessary to contribute to the 
growth and prosperity of the jewelry industry in any 
undertaking has become the burden of a few of the larger 
concerns, and the unfairness of this has produced a 
hesitancy on their part in enthusing at further promotions. 

There are many thousand men and women in the 
United States who gain their living through the jewelry 
industry. The successful development of this industry is 
an assurance of a continued livelihood. Many do not 
realize this because it has never been forcibly brought to 
their attention; neither have they been shown how they 
could contribute a moral support that collectively would 
be far-reaching. 

It is therefore suggested that the organization formed 
by the combined branches in the jewelry industry shall 
create a “Loyalty Membership” to which every man and 
woman earning his or her living in the jewelry industry 
shall be eligible and to which they feel duty bound to 
belong. 

The yearly dues for each member should be one dollar, 
payable in advance on the first day of each year. The 

(Turn to page 65) 





In this connection the Industrial Recovery Bill, a part of which is published on page 37 of this issue of The 


Jewelers’ Circular, the above suggestions are particularly timely. 


In referring to industries the bill says: 


“When no such mutual agreement has been approved by the President . . . he is authorized to prescribe a limited 
code of fair competition fixing such maximum hours of labor, minimum rates of pay, and other working conditions 
+. as he finds to be necessary to effectuate the policy of this title, which shall have the same effect as a code of 


fair competition approved by the President under subsection (a) of section 3... 
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Empire State Jewelers at Newburgh 


Members of Retailers’ Association Meet May 15, 16 and 17— 
Trade Problems Considered and Officers Elected 


Newsurcu, N. Y., May 17.—The 24th 
annual convention of the New York State 
Retail Jewelers Association held here on 
Monday, Tuesday and today was brought 
to a close following the election and in- 
stallation of officers. ‘Those elected to 
guide the destinies of the association dur- 
ing the ensuing year are: President, Sam- 
uel Feldman, Brooklyn; vice president, 
E. M. Baringer, Gloversville; secretary, 
E. Lathrop Sunderlin, Rochester, and 
treasurer, Russell E. Brigham, Oneonta, 
N. Y. Members of the executive commit- 
tee are: Jacques Le Roy, New York; Emil 
W. Kohn, New York; Thomas F. Kava- 
nagh, Newburgh; M. J. Engelbert, Rome; 
Russell G. Scheer, Rochester, and John 
W. O’Dea, Buffalo. The convention, 
while not as well attended as some pre- 
vious ones, was a decided success. 

On Monday morning the registration 
booth was opened in the lobby of the 
Palatine Hotel, headquarters for the con- 
vention, and was in charge of Charles 
L. Sunderlin, former president of the state 
association. Following the meeting of 
the executive committee, a luncheon was 
served at noon, the jewelers joining with 
the Lions Club. Following the serving 
of the luncheon, William D. McNeil, pres- 
ident of the state association, delivered 
an address in which courage was the key- 
note. 

The convention proper opened at 1.30 
p. m. in the sun parlor on the top floor 
of the hotel. President L. M. Campbell 
called the meeting to order and an invo- 
cation was given by Rev. Seth Craig, 
pastor of the Union Presbyterian Church. 
This was followed by an address of wel- 
come by Hon. Chester J. Brown, Mayor 
of Newburgh, who offered every courtesy 
the city affords to the jewelers. The re- 
sponse was made by Samuel Feldman. 

The first matter of business taken up 
was the sending of a telegram to Senator 
Wagner at the suggestion of T. Edgar 
Willson, editor of THe JEwevers’ Circu- 
LAR. This telegram urged the repeal of 
the 10 per cent Federal tax. 

A. C. Baker, secretary of the New- 
burgh Chamber of Commerce also wel- 
comed the jewelers and then came the 
address of President Campbell, in which 
he stressed the aims and accomplishments 
of the association. Thomas D. Kava- 
nagh, Newburgh, next outlined briefly the 





program of entertainment arranged by 
the Newburgh jewelers. He was followed 
by Samuel Feldman, who discussed the cut 
price repair shop evil. 

Russell G. Scheer, secretary of the 
Rochester Jewelers Association, gave an 
interesting address on meeting the auction 
menace. He submitted a proposed ordi- 
nance for New York State towns and 
cities, which,-if enacted, will afford a 
wider measure of protection to retail 
jewelers in the various localities. 

He was followed by E. Lathrop Sun- 
derlin, secretary of the state association, 
who spoke on insurance, pointing out the 
necessity of a simple, clear-cut policy for 
retail jewelers. 

The meeting then turned its attention to 
a discussion of the school ring and pin 
situation which was introduced by M. N. 
Petrovits, vice-president of the Pough- 
keepsie Jewelers Association. 

Themas Kavanagh, president of the 
Newburgh Jewelers’ Association told the 
convention how the Newburgh association 
plan had been adopted to meet the school 
ring and pin problem. He explained that 
all orders in the City of Newburgh are 
placed through the association and that 
the profits derived from the sale of school 
and class pins were placed in the treas- 
ury of the association, for use in promot- 
ing its welfare. 

Monday evening was given over to a 
dinner and a theatre party. 

The Tuesday morning session opened 
with a discussion by William Wagner on 
the subject of old gold. Phineas Peters, 
chairman of the city and national com- 
mittees on retailing—wholesaling, dis- 
cussed that topic and suggested a plan for 
raising a fund of $100,000 by collecting 
25 cents a week for four weeks during the 
month of June from everybody connected 
with the industry. He also suggested a 
“confidence sale” to be held simultane- 
ously by all jewelers of which the jewel- 
ers would contribute five per cent of the 
sales for one day, the fund to be raised 
to be used in fighting retailing wholesal- 
ing, “fake” auction, and other trade evils. 

W. Waters Schwab, treasurer and gen- 
eral manager of J. R. Wood & Sons, 
Brooklyn, talked on cooperation and in- 
troduced a plan that has been submitted 
by A. N. Slavick, president of the Slavick 
Jewelry Co., Los Angeles, Cal. H. Victor 
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Paul, of Wiss & Sons of Newark, spoke 
briefly on the subject of trademarked 
goods. 

J. Seo, manager of K. Mikimoto, spoke 
on cultivated pearls and showed a motion 
picture entitled “Romance of Pearls,” 
The morning’s session was brought to a 
close following a message from the 
A.N.R.J.A. delivered by President Wil- 
liam D. McNeil in which he urged taking 
a stock mark up now. 

The afternoon session on Tuesday was 
given over to a tour of historic points 
in and about Newburgh and a visit to 
the New York Military Academy and the 
West Point, U. S. Military Academy, 

On Tuesday evening the annual 
banquet was held in the main dining 
room, followed by dancing. 

On Wednesday reports of ‘the various 
regular committees were submitted. A 
special committee on taxation was named 
by President Campbell as follows: Emil 
W. Kohn, Witherbee Black, Joseph P. 
Hartness, Victor Lambert, Prentice 
Luckey, Alfred Morrell, Kenneth I. Van 
Cott, Charles F. Phesay, Fred J. Biehler, 
Leon S. Davis, George Korsunsky, Sam- 
uel Feldman, Phineas Peters, H. C. 
McCormack, L. M. Campbell, E. F. Bas- 
sett, Frederick C. Parshall, Max Elbe, 
W. H. Werre, G. W. Hollowell, E. 
Lathrop Sunderlin, Michael Lemp, Fred 
W. Roedel and Charles T. Evans. It is 
requested that inquiries concerning the 
tax measure be sent to the secretary, 
Charles T. Evans, 10 S. Fourth Ave, 
Mount Vernon, N. Y. 

Then followed the election and instal- 
lation of officers as above reported, and 
the meeting adjourned. 





Imports of Diamonds and Precious 
Stones in April 


WASHINGTON, D. C., May 20—The im- 
ports of diamonds during April as 
shown by the figures just released by the 
Bureau of Foreign & Domestic Commerce 
were given as $445,489 of which the 
rough or uncut amounted to $97,597 and 
the gems cut but not set, $347,892. 

During the same month we imported 
pearls valued at $21,379, rough precious 
stones of $804, cut precious stones, $42,735, 
imitations of crystal precious stones, 
$20,459 and imitations of opaque precious 
stones, $464. 

Jewelry exports during April amounted 
to but $22,992, of sterling silver, $2,202 
and silverplated ware, $4,879. 
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Virginia Retail Jewelers Hold Twenty- 
fifth Annual Convention 


FarMVILLE, VA.. May 1—The 25th an- 
nual convention of the Virginia Retail 
Jewelers’ Association was held here today. 
Officers elected were: M. R. D. Brown, 
Danville, president; H. N. Cloutier, 
Waynesboro ; Robert Barclay, Newport 


News; S. C. MsChesney, Bristol, and C. — 


F. Lauterback, Petersburg, vice-presi- 
dents; O. F. Russow, Roanoke, secretary- 
treasurer. 

Members of the executive committee 
chosen are F. L. Moose, M. Harrison and 
Leo F. Henebry of Roanoke and R. J. 
Martin, Farmville. 

William G. Fraiser, Durham, N. C., 
former president of the A. N. R. J. A., and 
Dr. Freman H. Hart of Hampden-Sydney 
College were speakers at to-night’s ban- 
quet. A. J. Jahnke, Richmond, was toast- 
master. Retiring president F. L. Moose 
was presented with a silver pitcher. 





Maryland-Delaware- District of 
Columbia Jewelers Meet in 
Baltimore 


BALTIMORE, Mp. May 5—The 19th an- 
nual convention of the Maryland-Dela- 
ware-District of Columbia Jewelers’ As- 
sociation was held at the Lord Baltimore 
Hotel yesterday with delegates coming 
from Wilmington, Washington and the 
Eastern Shore. The meeting started with 
a luncheon at 12:30 p.m., followed im- 
mediately by a general session which 
carried through the afternoon. Officers 
were re-elected. They are A. C. Mayer, 
Washington, president; J. T. Mont- 
gomery, Wilmington, first vice-president; 
E. D. Sturmer, Easton, second vice-pres- 
ident; J. H. Levi, Baltimore, secretary, 
and William H. Wright, Washington, 
treasurer. A banquet and dance closed 
the convention. 

Following the luncheon, Charles T. 
Evans, secretary of the A.N.R.J.A., was 
introduced and spoke of the work of his 
association. 

C. Howard Millikin introduced the sub- 
ject of advertised prices on silverware. A 
resolution was passed that the Tri-State 
Association go on record as opposing any 
plan which would be against silverware 
manufacturers placing nationally adver- 
tised prices on silverware. 

Everit B. Terhune, president of THE 

JEWELERS’ CiRcCULAR, delivered an inter- 
esting address in which the keynote was 
optimism in the future of the jewelry 
business. This address was followed by 
one given by Bartley J. Doyle, Philadel- 
phia, on various phases of the retail 
jewelry business. 
Arthur Sundlun, president of the Wash- 
ington Jewelers’ Association and regional 
vice-president of the A.N.R.J.A., spoke 
on the L. & C. Mayer suit being conducted 
by the Government. He told just what 
assistance the A.N.R.J.A. had given in 
this particular case. 

P. M. Fahrendorf, general manager of 
THE JEWeLeRs’ CIRCULAR, gave an in- 
formal talk and among other things dis- 
cussed the diamond display that will be 
shown at the World’s Fair in Chicago. 
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This talk was very entertaining and was 
very much enjoyed. 

William Wright, treasurer of the asso- 
ciation, gave his report and complained 
that he has not been receiving the pay- 
ments of dues. He also made a motion 
that a committee of five be appointed to 
assist him in handling the finances of the 
association. 

A suggestion was also made at this 
time that prominent members of the 
jewelry industry, who had been attending 
the conventions for the past few years, 
be made honorary members, with no dues. 
President Mayer said he would appoint 
a committee in the near future to take care 
of this matter. 

After a lengthy discussion regarding 
where to hold next year’s convention and 
how elaborate it will be Mr. Sundlun sug- 
gested that a committee be formed, at a 
later date, to decide this matter. 

The report of the nominating commit- 
tee was submitted and accepted and the 
meeting was then turned over to Mr. 
Smyth who conducted a question box ses- 
sion. The meeting then adjourned. 





Watch Smuggling Costs Government 
Many Millions in Revenue, Says 
Statement of Senator Walsh 


WaASsHINGTON, D. C., May 15.—Senator 
Walsh of Massachusetts has put a state- 
ment into the Congressional Record as- 
serting as a result of bootlegging of 
watches and their parts from Switzer- 
land, there is a loss of revenue to the 
Government amounting to from $2,000,- 
000 to $5,000,000. 

Approximately 10,000 skilled workers 
in this country are out of work and it is 
charged there is an organized conspir- 
acy between manufacturers of watches in 
Switzerland and their agents in the 
United States and Canada to break down 
the American industry. 

The Government of the United States 
contributes to what is threatening to be a 
“break-down” of the industry in America 
by selling at auction thousands of seized 
foreign-made watches. These movements 
sometimes bring less than the duty, not 
even a fair value for the watches 
alone. 

Senator Walsh announced he would 
take up through the State Department 
this matter of collusion between watch 
manufacturers in Switzerland and dis- 
tributors in this country; also the dump- 
ing of contraband watches by the Treas- 
ury Department at prices disastrous to 
the American industry. 





North Carolina Convention 


DurHAM, N. C.—On Monday, April 24, 
the North Carolina Retail Jewelers’ As- 
sociation held its annual convention at 
the Washington Duke Hotel. Due to the 
distressed conditions throughout the in- 
dustry the meeting was confined this year 
to a one-day session but it was distinctly 
brought out that this was not to be ac- 
cepted as a precedent as it was voted at 
this time to hold the usual two-day 
session next year in Durham again. 
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About 40 members and visitors were 
present and the association was fortunate 
to have present C. C. Seghers of the 
Gruen Watch Co.; Sylvan Springer of 
J. Engel & Co.; George Hitch of Fisher’s 
Supply House, A. C. Mahon of J. F. 
Mansfield Co., and James Blake of Fisher, 
Bruce & Co. Mr. Seghers gave a talk on 
window displays and advertising which 
was much enjoyed. 

The following officers were elected: T. 
D. Hatcher, president, Fayetteville; vice- 
president Eastern, Mrs. M. P. Churchwell, 
Wilson; vice-president Central, A. E. 
Sheets, Lexington; vice-president West- 
ern, Geo. E. Bisanar, Hickory; execu- 
tives: F. W. Selig, Elizabeth City, and 
R. L. Bowman, Wadesboro. 

Delegates to National Convention are 
Frank W. Selig, J. W. Greene, Fred N. 
Day, and the alternates are James M. 
Fox, Mrs. M. P. Churchwell and Wm. G. 
Frasier. 

At 1:30 a luncheon was held in the 
ball room of the hotel, at which time 
M. E. Newsom, past-president of Rotary 
International, gave an entertaining and 
instructive talk on the “Importance of 
Organization” and “Cooperation.” 





Death of August Goldsmith 


As THE JEWELERS’ CIRCULAR’ goes to 
press word comes of the death of August 
Goldsmith, for many years one of the 
most prominent manufacturing jewelers 
of New York and long prominent in 
Jewish philanthropic work of the metrop- 
olis. Mr. Goldsmith passed away May 
24 at the Doctors’ Hospital after a 
short illness. Funeral services were 
held May 26 at Temple Israel of which 
he was a trustee and chairman of its 
finance committee. 

Deceased, who was 73 years old, had 
been connected with the jewelry busi- 
ness for about half a century. Early in 
life he joined the firm of Stern Bros. & 
Co., of which he became a partner, and 
about 35 years ago took charge of the 
firm’s manufacturing jewelry department 
until the business was divided. The 
firm of Goldsmith, Stern & Co., which 
he headed, continued in the manufactur- 
ing business, first at 33-43 Gold St., 
where it conducted the largest jewelry 
factory in the metropolis and later at 
132 West 50th St. Prior to the recent 
liquidation of the jewelry business, Mr. 
Goldsmith had developed a large busi- 
ness in spark plugs supplying about 90 
per cent of those used for aviation. 

Mr. Goldsmith was prominent in 
many of the organizations of the jewelry 
trade, particularly in the National Jew- 
elers Board of Trade of which he was 
a director for many years, was highly 
respected for his keen business judgment 
and admired for his many sterling 
qualities which made friends for him in 
every walk of life. For many years 
also he had been a leader of the jew- 
elry division in the fund raising cam- 
paigns of the Federation for the Support 
of Jewish Philanthropic Societies. 

Mr. Goldsmith was a widower. He 
is survived by three sons, Arthur J,., 
Richard and Lawrence L. Goldsmith. 
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Officers Elected by National Jewelers 
Mutual Fire Insurance Co. 


MILWAUKEE, Wis., May 16—William H. 
Upmeyer, Milwaukee, was reelected presi- 
dent of the National Jewelers Mutual 
Fire Insurance Co., at the 20th annual 
méeting held Monday morning, at the 
Hotel Schroeder, in this city, preliminary 
to the annual meeting of the Wisconsin 
Retail Jewelers’ Association. Other of- 
ficers reelected were A. W. Anderson, 
Neenah, secretary; Henry F. Stecher, 
Milwaukee, treasurer; Len M. Nelson, 
Madison, Thos. J. Dale, Kenosha, and 
J. R. Chapman, Oshkosh, directors. 

Reports were made by officers, showing 
the company to be in splendid condition 
and having withstood the effects of the 
several years of the depression by main- 
taining a record for low expense ratio, 
liberal dividends and prompt payment of 
losses. 





Wisconsin Retail Jewelers Devote Two 
Days to 28th Annual Convention 


MILWAUKEE, Wis., May 18—With a 
program composed in the main of talks 
and discussions by members of the or- 
ganization, the Wisconsin Retail Jewel- 
ers’ Association held an interesting and 
instructive two-day convention at the 
Hotel Schroeder in this city on Monday 
and Tuesday. This was the 28th an- 
nual convention of the association. As 
usual, the question box session on Mon- 
day evening and the round table discus- 
sions Tuesday afternoon, both in charge 
of Secretary A. W. Anderson, were high 
spots on the program. 

A. C. Hentschel, Milwaukee, was re- 
elected president of the association at 
the Monday afternoon -session, entering 
his seventh term. T. J. Dale, Kenosha, 
was again named vice-president; A. W. 
Anderson, Neenah, secretary, and Henry 
F. Stecher, Milwaukee, treasurer. Mr. 
Stecher, who has been an officer of the 
association for 28 years, begins his 27th 
year as treasurer. Directors elected are: 
William H. Upmeyer, Milwaukee; Len 
M. Nelson, Madison; J. F. Conrad, Osh- 
kosh; Sam Dalin, West Allis, and Ray 
T. Stark, Milwaukee. 

William Kilb, president of the Mil- 
waukee Wholesale Jewelers’ Association, 
welcomed the retailers at the opening 
session Monday afternoon, with response 
by Thos. J. Dale, Kenosha, vice-president. 
An inspiring message was given by the 
Rev. R. E. Evans, pastor of Wauwatosa, 
Wis., who spoke on “The World and 
Ourselves.” Annual reports of officers 
followed. “You and Your Banker” was 
the subject of a highly instructive talk 
made by Verald Smith, credit manager 
of the Marine National Exchange Bank 
of Milwaukee, in which he explained 
the services and cooperation the retailer 
may secure from his banker. 

Following the question box session 
Monday evening, the usual mixer was 
held and in addition to the buffet lunch 
there was entertainment. 

“Trends of the Day in Business” were 
discussed Tuesday morning by Prof. 
Geo. W. Knick, college of business ad- 
ministration at Marquette University, 
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Milwaukee, in which he discussed ey. 
idences of general business improvement, 
the rise in prices and other factors, 

Henry E. Snyder, Milwaukee jeweler 
talked on Gemology and emphasized that 
modern salesmanship required the sales. 
man to sell the beauty and artistry of 
the gem itself, rather than offer the cus. 
tomer an article purely on price. 

Speakers during the afternoon session 
on Tuesday included Howard Schaefer, 
of the Elgin National Watch Co., who 
emphasized the necessity of having faith 
in one’s business or profession, his trade 
association, his community and his 
country. Henry F. Stecher, regional vice- 
president of the national association, dis. 
cussed activities of that organization and 
the benefits derived by retailers from its 
efforts in their behalf. Committee re- 
ports and taking up other unfinished busi- 
ness concluded the session. 

Tuesday evening the annual dinner 
dance was held at the Hotel Schroeder in 
the beautiful Crystal ballroom, President 
Hentschel presiding as toastmaster of a 
program devoted entirely to entertain- 
ment. About 250 jewelers and their 
ladies attended. 

A two-day program of activity and 
entertainment was provided for the 
Ladies Auxiliary, including cards, theatre 
and shopping parties. An_ interesting 
feature was a visit to WIT'MJ broadcast- 
ing station Tuesday morning to watch a 
broadcast, and a tour of the newspaper 
plant of The Milwaukee Journal, owner 
of the radio station, to see how a news- 
paper is published. Officers of the 
auxiliary continue for another year. 





Washington Retail Jewelers Discuss 
Trade Problems at Seattle 
Convention 


SEATTLE, WasH., May 3.—The annual 
convention of the Washington Retail 
Jewelers’ Association was held at the 
Washington Athletic Club in this city 
yesterday, at which time the following 
officers were elected: Harry Arnold, 
Seattle, president; L. H. Burnett, Ta- 
coma, first vice-president; A. L. Satori, 
Spokane, second vice-president; Dr. W. 
J. Hindley, Edmonds, secretary. J. 
Merrick, Tacoma; Noyer Talcott, Olym- 
pia, and Ben Tipp, Seattle, were elected 
to the board of trustees. 

An invitation extended by L. H. 
Burnett, Tacoma, to have the 1934 con- 
vention in Tacoma next May was unani- 
mously accepted. Mr. Burnett announced 
plans to have the Oregon and California 
state organizations meet at Tacoma with 
the Washington association. 

A discussion of trade problems fea- 
tured the meeting. Among the speakers 
were: Prof. H. H. Preston of the Uni- 
versity of Washington School of Busi- 
ness Administration. 





Florida Jewelers to Meet June 8 and 9 


ORLANDO, FLA., May 10.—At a recent 
meeting of the officers and directors of 
the Florida Retail Jewelers’ Association, 
it was decided to hold the annual con- 
vention at Avon Park on June 8 and 9. 
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New Hampshire Retailers to Meet 
June 7 at Manchester 


Mancuester, N. H., April 20—The 
18th annual convention of the New 
Hampshire Retail Jewelers Association 
will be held at the Rice-Varick Hotel, 
here on June 7. 

The morning session will be devoted 
to addresses and will be followed by a 
luncheon and a round table business ses- 
sion. In the afternoon the jewelers will 
yisit the Manchester Country Club where 
golf and other sports will be enjoyed and 
in the evening a banquet will be served 
at the hotel. 





Illinois Retail Jewelers Meet at 
Springfield 


SPRINGFIELD, ILL. — The 26th annual 
conference of the Illinois Retail Jewelers’ 
Association was held at the Leland Hotel 
here on April 24 and 25. While the 
attendance was small most of the sections 
of the state were represented, and a most 
hopeful attitude toward the future was 
presented. 

In addition to routine business several 
excellent talks were made and lively 
round table discussions were indulged in. 
Taxes and overhead expense discussions 
prevailed. 

The address on store management by 
O. L. Parr, general manager of John 
Bressmer Co., Springfield, was very in- 
structive and interesting, as was that of 
Major J. T. Montgomery, of M. A. 
Mead & Co., Chicago. Mr. Montgomery 
discussed conditions in the jewelry trade. 
Speakers at the banquet on Monday night 
were John A. Barber, a _ Springfield 
attorney, who gave a humorous as well 
as interesting talk, and A. Mendenhall, 
Chicago. Mr. Mendenhall has been as- 
sociated with the silver industry for many 
years and has made a study of the 
aesthetics of table silver and his talk was 
along that line. 

The 1934 conference will be held at 
Moline on approximately the same date 
in April as the meeting of this year. 

The officers selected to direct the affairs 
of the association during the coming year 
are: President, C. I. Josephson, Jr., Mo- 
line; vice-presidents, J. Ralph Tobin, 
Springfield, and Herbert B. Schmith, 
Clinton; secretary-treasurer, Henry T. 
Mortensen, Chicago. In addition to these 
other members of the executive committee 
are Walter Flora, Decatur; Harry E. 
Stout, Springfield; and Arnold Weisser, 
Peoria. 





New England Manufacturing Jewelry 
Trade Awaits Developments in 
‘ Business Conditions 


Provipence, R. I., May 15.— Evidence 
has been accumulating during the past 
two or three weeks to support the belief 
that the expansion in general business 
activity since the end of the banking hol- 
iday has been much more than a nat- 
ural rebound from the abnormally low 
pace of preceding weeks and far more 
than a delayed seasonal spring upswing. 
Two developments of marked importance 
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to the jewelry industry have occurred 
during the past few weeks which manu- 
facturing jewelers here believe will have 
a distinct bearing upon future trends 
within the trade. The first is a plan for 
the coordination of the industry under a 
scheme for sales allotment and the sec- 
ond is a sharp price advance which all 
basic materials used in the jewelry man- 
ufacturing has shown. 

The price upturn has not yet had a 
material effect upon the industry from 
the standpoint of sales and production. 
These advancements have been too re- 
cent a development. They have oc- 
curred in silver, alloys and the long list 
of supplies which the jeweler uses in 
manufacturing his product. These in- 
creases will be reflected later in higher 
wholesale and retail prices for the fin- 
ished article. 

So far, however, manufacturers have 
not advanced prices on a broad scale 
because this is an off-season period and 
active covering of raw material needs 
has not occurred. Later when plants be- 
gin production of fall and winter prod- 
ucts the price advance will come. In- 
creases in the basic supplies have al- 
ready been sharp. They range from 10 
to as much as 75 per cent in certain ma- 
terials. 

Meantime, general plant activities are 
quiet. Greatest attention in the trade is 
now being given to ironing out difficulties 
surrounding the proposed sales allotment 
program. Fall goods manufacturing is 
largely in the design stage and activi- 
ties are confined to the small routine busi- 
ness of turning out reorder goods. 





Illinois Sales Tax Declared Unconsti- 
tutional But New Law is 
Proposed 


Cuicaco, May 13.—The Supreme Court 
of the State of Illinois rendered a unani- 
mous decision of its seven members May 
10, declaring the sales tax of 3 per cent, 
which was supposed to have gone into 
effect on April 1, unconstitutional because 
it violated the State and also the Fed- 
eral Constitution in that it discriminated 
between commodities by exempting some 
and taxing others; also that in its pro- 
vision for a double appropriation in the 
use of funds collected, it violated another 
section of the .Illinois State Constitution. 

As a result of this decision, there will 
be immediate discontinuance of the col- 
lection of said taxes, and possibly an 
early arrangement made whereby mer- 
chants who have made collections for 
this tax will attempt to make refunds to 
their customers. 





Cuicaco, May 20.—A revamped sales 
tax measure is now being considered by 
officers and legislators at Springfield in 
an effort to get one that will be ap- 
proved by the Supreme Court of Illinois, 
which last month declared the measure 
passed this spring unconstitutional. 

In the new bill it is provided that all 
money collected goes into the general 
fund of the State and will be appropri- 
ated by the State only for unemploy- 
ment relief. The new measure still ex- 
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empts farm produce, sold by the farmer, 
and gasoline. These features were not 
included in case argued before the Su- 
preme Court and many feel that in case 
the bill is passed it will again be car- 
ried to the Supreme Court on these fea- 
tures. 

While there were strong _ protests 
when the law first became effective, lit- 
tle difficulty was found in collecting by 
the merchants. Many of the stores of 
the State have announced that all money 
not refunded to customers will be do- 
nated to the relief fund of their com- 
munities. 





Annual Meeting of Chicago Jewelers’ 
Association 


Cuicaco.—The annual meeting of the 
Chicago Jewelers’ Association was held 
at the Palmer House at noon on May 
18, at which time reports were received 
on the year’s work, plans made for the 
coming year and new officers elected. 
The constitution was also amended re- 
ducing the annual dues to $25, effective 
at the beginning of the fiscal year, 
June 1. 

Harry Radix, of the membership com- 
mittee, reported two new members, A. 
C. Junior, Inc., and Hammond Clock Co., 
both of Chicago, and also stated that 
three or four others were imminent. 

Myron Kelly, of golf committee, re- 
ported on plans for a golf outing at 
Twin Orchard Country Club on Tues- 
day, June 13, which was approved by 
the members. 

Officers elected for the year were: 
President, Louis G. Buss; vice-president, 
Howard Schaeffer; treasurer, Earl Mar- 
shall. Directors, Harry E. Radix, George 
Spies, M. J. Kelly, Wm. A. Schlossman 
and Jack Friedland. 





William C. Powers 


Cuicaco.—William C. Powers, aged 57, 
of 4457 Reacon St. a veteran jewelry 
engraver of this city, was killed on May 
19 when he fell from the platform of 
the Belmont station under the wheels 
of a speeding elevated express train. 

Mr. Powers had been associated with 
the business here for years and nearly 
30 years with S. Buchsbaum & Co. One 
of his fine pieces of work was a medal- 
lion designed and produced by him and 
presented to Premier Mussolini a few 
years ago by Chicago Italians. 





Kenneth Parker Chosen President of 
Parker Pen Co. 


JANESVILLE, Wis., May 1—Announce- 
ment has been made that the board of 
directors of The Parker Pen Co. elected 
Kenneth S. Parker president of the com- 
pany to succeed his father, George S. 
Parker, who has been elected chairman 
of the board. 

George S. Parker invented the original 
Parker pen 40 years ago, and as president 
has directed the affairs of the company 
since that time. Kenneth Parker has been 
executive vice-president of the company. 
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HAMILTON ILLINOIS ELGIN WALTHAM 


American Watch Distributors, Inc. 


207 Commerce Building 15 Maiden Lane 
Rechester, N. Y. New York, N. Y. 


WRITE FOR CATALOGUE 








\ WATCH 
. DIALS ano crock 


| REFINISHED LIKE NEW 
j HIGH GRADE EUROPEAN METHOD 





24 Hour Service 
ag Write for Price List 
a ll 
ROYAL DIAL & REFINISHING CO. 
116 Nassau St., New York, N. Y. 











PRICE REDUCED 


ON ALL 


SWISS WATCH 
MATERIALS 


Regular Quality 
Hairspring Vibrating 
FLAT 55c.—BREGUET 90c 
CONOVER & QUAYLE 
10 Maiden Lane New York 








CHINESE GEMS CO. 


JADE 
Rosequariz Turquoise 
Amethyst Lapis 
Carnelian Crystals 





Stone Ornaments for Lamp Bases 
20 West 47th St., New York 








EVERYTHING IN 


SWISS WATCHES 


CRYSTAL BALL WATCHES 


DE FRECE BERNSTEIN, INC. 


48 West 48th St. New York 
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SINNOCK & SHERRILL 
15 Maiden Lane New York 





M. J. STERN & BRO. 


61 Beekman St., New York 


stands for SPECIALISTS in Making JEWELRY 
on ORDER, also REPAIRING in ALL its 
BRANCHES. Estab. 1910. 











UNBREAKABLE CRYSTALS 


Fancy—Round Flat—Round Lentille 
ALL SIZES—ALL SHAPES 


STANDARD 
UNBREAKABLE WATCH CRYSTALS, INC. 
75 Varick St., New York, N. Y. 
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Jewelry News of the Metropolitan District 


The wedding and guard ring office and 
factory of G. Demay, Inc., is now located 
at 45 W. 45th St. 


Henry Miller of Miller & Veit, 48 W. 
48th St., sailed on the Washington, May 
10, on a purchasing trip to the diamond 
markets of Europe 


The New York Jewelers Benevolent 
Association held a meeting on Tuesday 
evening, May 16, at Procters Lodge 
Rooms, 148 East 58th St. 


The offices of the American National 
Retail Jewelers’ Association have been 
moved from 22 W. 48th St., to 10 S. 
Fourth Ave., Mount Vernon, N. Y. 


Hochberg & Letzer 71 Nassau St., have 
dissolved business as of May 1. Each will 
continue alone. They have been in busi- 
ness together for 14 years. 


The regular monthly meeting of the 
Brooklyn Retail Jewelers Association was 
held in the Johnston Bldg., 8 Nevins St., 
on Thursday, May 11, at which time 
the New York sales tax came up for 
discussion. 


Although Birnbaum Pressel Co., Inc., 
has temporarily closed its office, busi- 
ness will be resumed shortly. All com- 
munications sent to Post Office Box 86, 
Grand Central Annex, New York city, 
will receive immediate attention. 


Jewelry valued at $400 was stolen 
from a window of the store of Rose 
Freeman, 464 W. First St., Mount Vernon, 
N. Y., early on the morning of May 14. 
Someone hurled a _ brick through the 
window and scooped up a dozen rings, 
watches and other articles. 


Early on the morning of May 9, a 
thief threw a stone through the side show 
window in the jewelry store operated by 
H. H. Koch, 373 Sunrise Highway near 
Atlantic Ave., Lynbrook, thrust in his 
hand and made off with seven wrist 
watches valued at more than $125. 


Taking advantage of a dark spot 
caused by street lighting, a jewelry thief 
hurled a rock through the window of the 
store of Elmer Hildreth, 103 Gramatan 
Ave., Mount Vernon, N. Y., early on 
May 1 and fled with loot valued at from 
$300 to $500. 


Lewitt Bros. & Co., Inc., announce the 
opening of a new factory and offices at 
4 W. 48th St. for the manufacture of 
fine watch cases and watches. The fac- 
tory will be under the personal super- 
vision of L. Lewitt, formely of L. Lewitt 
& Co. 


L. Lelong & Bros., Inc., Newark, pre- 
cious metal refiners, with office at 345 
Halsey St., is planning a celebration of 
its 75th anniversary in July. Louis Le- 
long of South Orange, head of the con- 
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cern is a son of one of the brothers 
who founded the concern in 1858, 


The regular meeting of the New 
Jersey Retail Jewelers’ Association was 
held Tuesday evening, May 16 at the 
Progress Club, 37 Fulton St., Newark, 
The annual convention of the state as- 
sociation which is to be held at the Hotel 
Monterey, Asbury Park, June 4 and § 
was a topic of discussion at the meeting, 


Accused of attempted robbery, two men 
faced arraignment in court on May 15, 
The police said the prisoners attempted to 
rob Samuel Semenoff in his jewelry store 
at 265 Sutter Ave., Brooklyn, late on the 
afternoon of May 14. The jeweler 
frightened the men away but they were 
caught after a chase by the police. 


George Winder, who had been for 
many years associated with Black, Starr 
& Frost died May 2 at his home 39 §, 
Seventh Ave. Mr. Winder was born in 
Limerick, Ireland, 79 years ago and had 
been in this country for 60 years. He 
retired from business in 1923. His widow 
and three daughters survive. 


David A. Cole, 90 Lake Ave., Mariners 
Harbor, Staten Island, a retired manufac- 
turer of jewelers‘ boxes, died May 13 in 
the Fairmount Hospital, Jersey City, 
N. J., of pneumonia after a 10 days’ ill- 
ness. He was born 64 years ago on 
Staten Island where his family had lived 
for more than two centuries. His widow, 
a daughter and two sons survive. 


On May 16, Ferdinand Pavel, Sr, 
of F. Pavel & Co., 15 W. 37th St., im- 
porters of Pavelco glassware, returned 
from a six months’ stay in Haida, 
Czechoslovakia. During his stay most 
of his time was devoted to the develop- 
ment of suitable items for the retail 
jeweler. There will be an exhibit of 
Pavelco glassware in the General Ex- 
hibits Building, at the Century of 
Progress World’s Fair. 


C. W. Hickok formerly associated with 
the Eleder-Hickok Co., silversmiths, of 
Newark, N. J., has bought out the in- 
terests of that company and has organ- 
ized a new firm named the Hickok-Math- 
ews Co., with the following officers: C. W. 
Hickok, president; A. Leidheiser, secre- 
tary and F. W. Eleder, treasurer. The 
new firm will continue to operate in the 
same plant as fine silversmiths, specializ- 
ing in sterling holloware. 


Max F. Paris, of San Francisco, former 
Pacific Coast representative of the New 
York wholesale jewlery firm of Wiener 
Brothers, died April 26 in Coney Island 
Hospital after a brief illness. He was 64. 
Mr. Paris was the Coast representative 
of the jewelry firm from 1903 until his 
retirement in 1928. He is survived by 4 
sister, Mrs. Minnie Wolf, of 2056 E. 14th 
St. The funeral was from the chapel at 
Bayside Cemetery. 


(Turn to page 55) 


THE JEWELERS’ CIRCULAR 
for June, 1933 

















New York Notes 


(From Page 54) 


Following the series of winter ex- 
hibitions, Theodore A. Kohn & Son, 608 
Fifth Ave. will present through the 
summer the works of seven young Amer- 
ican artists. The exhibits opened May 8 
with a group of oils and water colors by 
Fairfield Porter and some new pastels by 
Simeon Braguin. Other artists whose 
work has been selected for exhibition 
during the summer are Stuart C. Edie, 
Elizabeth Nottingham, James Rutledge, 
Horace Talmadge Day and Burgoyne 
Diller. 


Three young hold-up men visited the 
ofice of Hyman H. Sohn, 83 Canal St., on 
the morning of April 27 and escaped with 
bracelets, rings, pendants and loose stones 
of considerable value. The young bandits 
said they wished to see some Japanese 
signet rings and then proceeded to hand- 
cuff Mr. Sohn and Leon Turkis. As the 
gunmen were about to depart in walked 
Harry Rosenthal a salesman for Max Stein, 
17 John St. He was relieved of a bag 
containing a number of samples and 
bound and gagged. Two other callers 
were treated the same way before the 
men escaped. 


While 50 people were within a few 
feet of him, a thief opened a show win- 
dow of the jewelry store of Betterridge, 
Inc. 545 Fifth Ave., on the afternoon 
of May 8 and took two diamond and 
platinum bracelets. He escaped with his 
loot without being observed either by 
customers in the store or passerby in 
the street. The loss was discovered by 
a clerk who had been sent to get some 
other jewelry out of the window. A 
check-up by detectives established that 
the missing bracelets were in their trays 
at 2.36 o’clock, the last time the case 
was opened before the theft was dis- 
covered at 3.10. 


An interesting talk on “The Romance 
of Precious Stones,” and a beautiful dis- 
play of cut and uncut gems, both pre- 
sented by Stephen Varni, held the interest 
of a large audience of adults and young 
people recently at the Children’s Museum, 
Hartford, Conn. High School pupils, a 
few Trinity students from the geological 
courses and members of the Museum’s 
Mineral Club were among those pres- 
ent. Mr. Varni, who is head of the 
firm of gem cutters and importers, at 15 
Maiden Lane, which bears his name, 
described the methods of cutting, polishing 
and setting gems and told the histories 
of some of the world’s famous stones, to- 
gether with some of his unusual ex- 
periences in hunting for diamonds and 
other gems. 


Robert Nadler, of R. & L. Nadler, Inc., 
64 W. 48th St., reported to Detective 
Dunwoody of the Westchester Ave. Sta- 
tion in the Bronx that he had been held 
up in New Haven, Conn., on May 17, 
by three men who robbed him of two 
cases containing $5,000 in jewelry and 
forced him to drive to 174th St. and 
Metcalf Ave., the Bronx, where they 
pushed him out and took his car. The 
robbers halted him, he said, as he was 
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driving out of New Haven. An ac- 
complice drove alongside in an auto- 
mobile to which one of the thieves trans- 
ferred the two suitcases, while the other 
two climbed into Nadler’s car and held 
a pistol against him during the long ride 
to the Bronx. When they put him out 
they told him he would find his car near- 
by, but he said he wandered about the 
neighborhood but did not find it. The 
loss is fully covered by insurance. 


Four armed thieves held up a jew- 
elry establishment a block from Police 
Headquarters on May 13 and escaped 
with jewelry and diamonds valued at 
about $450. The youths entered the 
second floor establishment of Kessler 
Bros., jewelry manufacturers at 193 
Centre St., at the time that Benjamin and 
Frank Kessler were talking to a jewelry 
salesman. ‘The youths ordered the three 
jewelers into a corner and while two of 
them covered their victims with pistols, 
the other two seized a case containing 
a quantity of unset stones from the 
salesman and rings and other jewelry 
worth several thousand dollars from the 
stock of Kessler Bros. The robber leader 
warned the victims to remain in the room 
and to make no outcry. The gang then 
darted for the door. The hold-up men 
went down the corridor and as they 
fled one case of jewelry stolen from the 
Kessler stock was dropped from _ the 
hands of the man carrying it and the 
jewelry was scattered on the floor. 
With the victims shouting in pursuit, 
the thieves sped to the ground floor and 
escaped by another exit. The jewelry 
dropped on the floor was recovered. 


A meeting to discuss the New York 
Sales Tax of one per cent was held at 
the rooms of the Jewelers Board of 
Trade, 22 W. 48th St. April 26. The 
meeting was called by the legislative 
committee of the Jewelers Vigilance Com- 
mittee for the purpose of taking general 
action by the trade. Beside Chairman 
M. D. Rothschild of this committee, 
T. Edgar Willson, Walter Kahn and Wil- 
son Streeter the other members, it was 
attended by G. H. Niemeyer, chairman of 
the Vigilance Committee, Lee Reichman, 
the vice-chairman, Chas. T. Evans, sec- 
retary of the A. N. R. J. A., Sam Feldman, 
president of the State Association; Emil 
Kohn, president of the Jewelers Assoc- 
iations of the City of New York, Victor 
Lambert, secretary of that Association; 
Eliot P. Hirshberg, director of the Na- 
tional Association of Credit Jewelers and 
representatives of leading jewelry houses 
including Tiffany & Co., Cartier, Black, 
Starr & Frost, Marcus & Co. Chairman 
Rothschild explained in brief of the es- 
sential features of the new tax law in its 
application to the jewelry trade and 
showed that there were a number of con- 
ditions that applied to our industry that 
should be cleared up, suggesting that this 
be done before the formal regulations are 
issued so that they could be covered by 
those regulations. It was decided by 
those present to ask to have the legis- 
lative committee of the New York State 
Retail Jewelers Association enlarged to 
include an active committee in New York 
representing all interests, and in the mean- 
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WHERE TO BUY 











DIALS 


==) RADIUM and PLAIN FIGURES 
f-- OLD Dials Refinished Like New 


Orders filled same day 


U. S. WATCH DIAL CORP. 
66 Nassau St. New York 






Ss 





CULTURED PEARL 
NECKLACES 


Pearl Watch Bracelets, Clasps & Earrings 


JACK J. FELSENFELD 


15 MAIDEN LANE NEW YORK 














MEYER KOVLISH Co..Inc 


HIGH GRADE CALIBRE AND 
DIAMOND WEDDING RINGS 
EXCLUSIVELY 


64 FULTON ST..NEW YoRK 


Send us your OLD GOLD, SILVER, 
PLATINUM, GOLD - FILLED 
CASES, OPTICAL SCRAP, ETC. 


Prompt and accurate 
returns Guaranteed : 
Generations of Service 


N. L. SHTEINSHLEIFER. 
Smelter & Refiner 
78 Bowery, New York City 


William T. Schneider 


American 


Watches at Wholesale 
2 Maiden Lane, New York 


























The Gift To Her Fiancé 
THE STAR SAPPHIRE RING 





Gems of Fascination 


LOUIS N. MARX 
551 Fifth Ave. New York 


Tel. MUrray Hill 2-8838 








KRONER, HYMAN & CO., Inc. 
JOBBING STONES 


Engraving, Encrusting 
Lapidary Work 
80 Nassau St. New York City 











Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 
S. NATHAN & C@O., Ine. 


71-73 Nassau Street, New York 


Orders for Jobbing Stones and Lapidary 
Work Carefully and Promptly Fitled 


; 
: 
; 
i 
' 
I 








ine annette ta ware i 


or pn NETL 
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4 
6” or ts" z PPLAT ° ee 8 
6” to 18 s. BREGUET "$1.35 
SWISS HAIRSPRING SERVICE, Ine. 
116 Nassau Street, New York City 





SOLE AGENTS IN UNITED STATES 
MATHEY-TISSOT LEMANIA 
WATCHES CLOCKS 


NORMAN M. MORRIS 
542 FIFTH AVE. NEW YORK 


—_—— 

















EXPERT REPAIRS 
SILVERWARE 


Greatest Care Given to Heirlooms 
No job too small or too much trouble 


217 E. 38th St. 
CURRIER & ROBY 75,75. 


COMPLICATED 
WATCH REPAIRING 
EXPERT WORKMANSHIP 


PROMPT SERVICE 
SATISFACTION GUARANTEED 


M. LIEBERMAN 














87 NASSAU ST. NEW YORK 























Bad Debts Collected Everywhere 


Uur men collect accounts given up as 
hopeless, bad checks, protested notes, fraud- 
ulent stocks, etc., where others failed. Mod- 
vay as For quick action write, 'phone 
or ca 


NATIONAL SECURITY SERVICE 


251 W. 42nd St., New York 
*"Phene Wisconsin 7-6346 











*- ANTI-TARNISH 
PLUS ANTI-TARNISH CREAM 
PREVENTS TARNISH AND KEEPS 
SILVER BRILLIANT - Send for Sample 
“SELLS MORE SILVER" 


LASCELLES 27 E. 21st ST., 


NEW YORK 
A BETTER LIQUID SILVER POLISH 


Give your customers the best 


Nen-poisonous: Non-Inflammable, contains ne 
abrasives. Free sales aids. Samples on request. 
Suld thru Jewelers only. 


BUR-MER, Inc. 448 Cutler Bldg. 
Rochester, N. Y. 


LEARN DIAMOND SETTING gm 


In all its branches. We recom- 
mend a residence course in New 
York, but we teach every kind 
of stone setting through corre- 
spondence. Write us. 





























JOHN W. KRISCH e 
48 W. 48th St., New York Instructor 


ORIENTA CULTURED PEARLS 


Fully Guaranteed 











Section of Cultured Pearl 


Send for illustrated booklet describing process of the 
Cultured Pearl Industry. Necklace Memo on request. 


Crristic&.. 


New York 








65 Nassau St. 














New York Notes 

(From page 55) 
time, Mr. Rothschild on behalf of the 
Vigilance Committee was to visit Com- 


missioner Graves and arrange for the 
most favorable regulations possible. 





Agree to Eliminate Pewterware 
Design Piracy 


An agreement to eliminate piracy of 
designs in the manufacture of pewter- 
ware was adopted at a meeting of the 
Pewter & Hollow Ware Manufacturers’ 
Association, held Wednesday, May 24, 
at the Imperial Hotel, New York, it was 
stated by Benjamin Schwartz, Trade 
Relations Counsel of the association. 
This agreement will be part of a Code 
of Fair Competition, to be drafted by 
the association for submission to Wash- 
ington, under the terms of the Presi- 
dent’s Industrial Control Bill. Mr. 
Schwartz stated that the flagrant copy- 
ing of designs has always been followed 
by a cheapening of quality, the cutting of 
prices, and the reduction of wages and 
employment. 

Other items to be included in the 
Code of Fair Competition will provide 
for the maintenance of a fair price 
schedule; the elimination of a large 
number of unnecessary and slow mov- 
ing items carried in inventory; the 
pooling of a percentage of profits into 
an insurance fund for the protection of 
those manufacturers who may fall below 
their fair share of the business, as 
determined by a sales indicator; the 
adoption of a fair wage and hour 
schedule. 

A. Kadison, of Continental Silver Co., 
is the president of the association. 





Credit Jewelers Convene in Chicago 
September 11-15 


Cuicaco, May 20—The National As- 
sociation of Credit Jewelers announces 
the definite plans for their 1933 Con- 
vention and Century of Progress Jewel- 
ry Exhibition to be held at Hotel 
Sherman Chicago, Sept. 11 to 15, 
inclusive. All retail jewelers are cor- 
dially invited. 

Tentative plans call for a five-day 
convention with one session each day 
in the form of a breakfast meeting at 
10 a. m. each day. The meeting will 
begin immediately after breakfast and 
last until 12:00 noon, after which the 
attending jewelers are free to visit the 
Exhibition Hall. 

The Association plans to charge a 
moderate registration fee for which the 
registrant will receive: 

(a) admission to A Century of 
Progress and a special dinner at 
the famous Pabst Blue Ribbon 
Casino, and he may spend the 
evening there viewing the marvel- 
ous lighting effects of A Century of 
Progress and dancing to the music 
of Ben Bernie, Guy Lombardo and 
Buddie Rogers. This dinner is 
scheduled for 6:30 p. m. and visitors 
have the rest of the evening to see 
the Fair. 
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(b) The annual formal banquet ty 
be held in the grand ballroom of 
Hotel Sherman. 


(c) A supper cruise on Lake Mich. 
igan on the Steamer Theodore 
Roosevelt, with music, dancing and 
a view of A Century of Progress 
from the Lake. 





Henry Rich 


Henry Rich, who was for years asso. 
ciated with the jewelry trade, died May 
12 at his residence at 1400 Avenue S,, 
Brooklyn, N. Y., following a long ill. 
ness. 

He was born 55 years ago in Vienna 
and came to this country when five years 
of age. After his school years, he 
secured employment with Stern Bros, & 
Co., with which organization he was 
associated for 26 years and then became 
associated in the firm of S. C. Powell 
& Co. He retired about three years ago, 

During his association in the jewelry 
trade he traveled a great deal, particu- 
larly in the Middle West and was known 
to a wide circle of people in the jewelry 
trade. 

The funeral was held on Wednesday, 
May 17, from the home. 

The deceased is survived by his widow 
and three sons. 


Two Watch Smugglers Fined and Put 
on Probation 


On March 28, the Grand Jury for the 
Southern District of New York handed 
down three indictments charging Louis 
Marshall of the Accro Bond Watch Co., 
Inc., and others with receiving, con- 
cealing, buying and selling smuggled 
Swiss watch movements, in violation of 
the Tariff Act of 1930, and conspiracy 
to defraud the United States, in viola- 
tion of Section 37 U. S. C. C. Herbert 
Strauss, an associate of Louis Marshall 
in the Accro Bond Watch Co., Inc., was 
named in two indictments charging the 
same offense. 

Marshall and Strauss pleaded guilty 
to all counts of the indictments and 
received the following sentences; Mar- 
shall was fined a total of $4,000 and was 
sentenced to 90 days in the Federal 
House of Detention, New York City, 
and placed on two years probation. 
Herbert Strauss was fined $1,000 and 
placed on probation. 

Louis Levitt and Ruth Levitt, who 
were formerly employees of Paul Rabkin 
in the Superfine Watch Co., were named 
in each of the indictments and pleaded 
guilty. 

The success of the prosecution was 
due to the good work of Assistant 
United States District Attorney Prager. 





Prices of Silver Bars 


U.S. 
Government New 
London Assay Sell- York 
O ficial ing Price Official 


Oe ee 19%6 37% 35% 
ae | ere 1816 36% 34% 
may is .cccs 19 35% 34 
SO a ee 181346 36 33 
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NATIONAL 
WATCH REPAIRING CO. 


t and Prompt Service to the 
Se ironghout the U. S. 
Send for Price List 


727 Sansom St. Philadelphia, Pa. 





Ln 





| HYMAN N. CAPLAN 
nasupacranenns JEWELER 


SPECIAL ORDER WORK & REPAIRING 
FRATERNAL JEWELS 
OFFICIAL BADGES 


740 Sansom St. Philadelphia 








Williams &Waples 


Authorized Distributors 
Genuine Watch Material 


American — Swiss — English 
Tools — Lathes — Chucks 
Make Us Your Service Station 








BUY NOW 


727 SANSOM ST. PHILADELPHIA 
A PF X Invest in Leather 
Watch Straps 


18 ASSORTMENTS 


APEX LEATHER GOODS & NOVELTY CO. 
72 N. Fourth St., Philadelphia, Pa. 








BYARDF.BROGAN 


Manufacturer of 


DIAMOND MOUNTINGS 
AND WEDDING RINGS 
805 Sansom St. Philadelphia 








TELECHRON 
ELECTRIC CLOCKS 


ALL THE LATEST MODELS 
FOR QUICK DELIVERY 


JOS. B. BECHTEL & CO., INC. 
Philadelphia Distributors 
729 Sansom St. Philadelphia 








Philadelphia College of Horology 


a SCHOOL FOR WATCHMAKERS 
ree JEWELERS AND ENGRAVERS 
< wp x 








Broad and Somerset Streets 
PHILADELPHIA, PA. 











THIMBLES — TIE CLIPS 
IDENTIFICATION WRISTLETS 





Simons Bros. Company 


269 So. 9th St. Philadelphia 
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PHILADELPHIA 


R. B. & Co., Inc., have opened an 
office and show rooms at 133 S. 8th St., 
for the wholesale distribution of dia- 
monds, watches and jewelry. 


Local manufacturers reported an en- 
couraging upturn in business during the 
past three weeks, particularly in the sale 
of wedding and engagement rings. 


Bert Sylvester, Strasburg, Pa., and 
wife, were visitors in this city on May 
15, en route home after sojourn at At- 
lantic City. 


Frank Vogel and Curtis A. Hirst rep- 
resenting Alfred Humbert & Son, 117 
S. 10th St., are now calling on the trade 
with their Spring line which includes 
several new designs in popular-priced 
wedding rings. 


Max Robin, Minersville, Pa., pro- 
prietor of the Robin’s Jewelry Shop, died 
May 10 after an illness of 18 months. He 
was 53 years old. Mr. Robin, who had 
been in the jewelry business 28 years in 
several cities was known as an expert 
watchmaker. At one time he was en- 
gaged in business in New York City and 
in Perth Amboy and later moved his 
business to Bristol, Conn., where he con- 
ducted it for several years. He had been 
in business in Minersville for seven 
years. 


Charles C. Leighton, for many years 
a salesman for J. E. Caldwell & Co., 
jewelers, died of heart disease on a York 
road trolley while on his way to work 
May 4. Mr. Leighton, who was 56, 
lived at 6608 Lawnton Ave., Oak Lane. 
When he collapsed the trolley was 
stopped at the Branchtown police sta- 
tion, at Champlost Ave., and he was 
taken to the Jewish Hospital in a po- 
lice patrol. Mr. Leighton was born in 
this city, the son of Mr. and Mrs. Mil- 
lard Leighton. He was a graduate of 
Central High School, a vestryman of St. 
Martins Episcopal Church, and a mem- 
ber of a Masonic lodge at Haddonfield, 
N. J. His widow, Mrs. Florence B. Leigh- 
ton, and two sons, Charles, Jr., and 
Henry H. B. survive. 


Four bandits held up Samuel Mellon 
in his jewelry store, 1903 South St., on 
May 3 after binding him and gagging 
him with a window curtain. Two sales- 
men, who entered the store while the 
holdup was in progress, were also bound 
and gagged. Mellon was arranging a 
window display when the robbers entered. 
At pistol point they forced him to a din- 
ing room in the rear where one of the 
men ripped the curtains from the win- 
dow. After the jeweler had been tied, 
he was dragged back to the store and 
forced to open the safe. Meanwhile the 
bandits took watches, rings and other 
jewelry from the display case. A sales- 
man entered at this point and was forced 
to go to the dining room where he was 
bound. Ten minutes later a brother of 
the salesman entered the store, and he 
was given the same treatment. The rob- 
bers tried to escape through the rear door 
but were unable to climb a high fence. 
Then they left by the front door. 
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ALFRED HUMBERT & SON 
DIAMONDS 
WEDDING RINGS 


Manufacturers of the Best in Wedding 
Rings for Nearly a Century 


117 So. 10th St. Philadelphia 





THE NEW 


ZIRNKILTON. 


Hand-Made Iridium Platinum 
Solitaire Mountings 
With Small and Baguette Diamonds 
$23.00 to $30.00 


F. X. ZIRNKILTON 
Y 214 South {2th St. Philadelphia 











MOUNTINGS 
OF RECOGNIZED MERIT 


FULMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 








GOLD, PLATINUM, SILVER and 
FILLED SCRAPS BOUGHT 
24-Hour Service 
All Shipments Held Pending 
Your Approval 


CUMMINS BROS. 
3 N. Eataw St. Baltimore, Md. 

















DETECTIVE SERVICE 


Any domestic, business or financial trouble 
quickly and confidentially investigated every- 
where by our expert secret service. od- 
erate rates. 
or call 

Universal Detective Bureau 
251 W. 42nd St., New York 
*Phone Wisconsin 7-6346 


For quick action, write, ’phone 























OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awaiting your OK. 


EMPIRE SMELTING & REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 
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* Tie Clips and Sets 


By The Makers of 


ATTLEBORO, MASS. 


COPYRIGHTED 


MARSH BUCKLES 


Tongue Tyed Bracelets 


““ MARSH ‘ne: 





BRIDESMAID 
. x 1 
DINIES 
a Ar 
STERLING 
2K STREET - BOSTON, MASS 








“BEST BY TEST” 

ALLOYS — GOLD SOLDERS 
PLATINUM SOLDERS 
Refining of Precious Metals 
CLINTON REFINING C0., INC. 
NEWARK, N. J. 

91-93 E. Kinney St. Tel. Market 2-5176 











ME vost For YouR MonEY 
IN 


STERLING SILVER FLATWARE 
anp HOLLOWWARE & 


CATALOG GLADLY SENT 


ANCHESTER 
a SILVER COMPANY 
* PROVIDENCE RHODE ISLAND 





BENNETT 


FOR 


EARWIRES 


Largest Selection 
in the Trade 


T. S. BENNETT FINDINGS CO., INC. 
161 Dorrance St. Providence, R. I. 





} WHERE TO BUY 


Watcu ATTACHMENTS 














£6 Attleboro, Mos® 
Watch SS 8.9.3.7 Attachments 











Ask Your Wholesaler for 


KESTENMADE 
WATCH STRAPS 


All styles and materials 


KESTENMAN BROS. MFG. CO. 


Providence, R. I. 

















PROVIDENCE: 


Happenings in the New England Territory 


The Trio Novelty Co., 9 Calender St., 
is owned by Rose Jaffe, Anna Gevirtz- 
man and Goldy Moskowitz. 


The Reynolds Co., 107 Friendship St., 
is owned by the White Mfg. Co., Inc., 
according to the statement of the treas- 
urer, George A. Pastore. 

The Langelier Mfg. Co., of Cranston, 
has filed notice at the Secretary of State’s 
office of a reduction in capital stock from 
$100,000 to $1,000. 

The R. F. Simmons Co., Attleboro, 
Mass., went on full time operation and 
added a number of new employees during 
the week of May 8. 


According to information filed at the 
City Clerk’s office, the Meade Mfg. Co., 
106 Friendship St., is owned by the Theo- 
dore W. Foster & Bro. Co., Inc. Ernest 
L. Fuller, secretary, of 100 Richmond St. 

The police are investigating the dis- 
appearance of seven $10 bills from the 
safe in the office of the Reliable Electric 
Plating Co., of South Main St., Attle- 
boro. 


Charles D. Whiting, 67 years old, and 
for more than 40 years associated with 
the D. E. Makepeace Co., Attleboro, died 
May 11. He is survived by his widow 
and two daughters. 

Vincent Schleder, for 20 years a sil- 
versmith with the Gorham Mfg. Co., died 
May 17 at the Rhode Island Hospital, 
aged 63 years. He was a native of Austria 
and came to Providence 25 years ago. 
His widow, one son and a daughter 
survive him. 


The Fredor Mfg. Company, Inc., of 
Providence, has been incorporated under 
the laws of Rhode Island to manufacture 
jewelry with an authorized capital con- 
sisting of 100 shares of no par value. 
The incorporators are Philip V. Marcus, 
Fred Abrams and Ernest I. Dauer, all of 
Providence. 


William G. Thurber of Tilden-Thur- 
ber Co., this city, has been elected treas- 
urer of the Massachusetts and Rhode 
Island Retail Jewelers’ Association and 
chairman of the committee appointed to 
consider the matter of free engraving, 
a subject which was discussed at the re- 
cent annual convention. 


A menacing blaze in the manufactur- 
ing jewelry plant of Kranser & Co., on 
the fourth floor of the Manufacturers 
building, Sabin and Aborn Sts., on May 
20, caused a loss of several thousand dol- 
lars by fire, smoke and water to the 
building and occupants. Other jewelry 
concerns that suffered were the Lancour 
Mfg. Co. and the Charles Mfg. Co. The 
fire started from an undetermined cause. 


Thomas S. Poole, Inc., of Providence, 
is the name of a concern that has been 
incorporated under the laws of Rhode 
Island for manufacturing, repairing and 
dealing in precious stones and metals. 
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The authorized capital stock consists of 
600 shares of common of no par value 
and the incorporators are: Thomas §, 
Poole of Riverside, Daniel L. Miller of 
Providence and William Haggart of 
Lakewood. 


Edward J. Moore, western representa- 
tive of R. F. Simmons Co., of Attleboro, 
will make his headquarters at Los Ap- 
geles, and will continue to represent the 
concern on the Pacific Coast and in the 
South. Mr. Moore has been in Chicago 
for the past 14 years. The Chicago head. 
quarters of the company will be in charge 
of Harry J. Mitchell, who has beep 
traveling sales promotion agent in the 
Middle West. The New York office will 
be maintained at 6 Maiden Lane. 


In the suit brought in the U.-S. Dis. 
trict Court for the District of Rhode 
Island, by The Baer & Wilde Co. of 
Attleboro, Mass., against the Abel Mfg, 
Co. of Providence, R. I., a consent de- 
cree has been granted by the court. By 
this decree the defendants have been en- 
joined from infringement on U. S. Patent 
No. 1,875,090, dated August 30, 1932, 
The patent in suit covered: the construc- 
tion of a bit link cuff button. It is under- 
stood that this decree was entered with 
the consent of the Abel Mfg. Co. 


Jewelry polishers who left their work 
at the plant of Theodore W. Foster & 
Bro. Co., 100 Richmond St., Monday af- 
ternoon, May 15, in protest against adop- 
tion of a new wage scale, have lost their 
jobs, T. Clyde Foster stated. The strik- 
ers were paid off and other men were 
immediately hired in their places. Be- 
tween 50 and 60 applicants sought the 
positions of the 18 or 20 who walked 
out, Mr. Foster stated. The new scale 
affected piece workers, company officials 
denying that the reduction would result 
in an hourly pay of twenty cents for the 
piece workers. They state the rate would 
be about 40 cents an hour. During all 
day police were on guard to prevent any 
trouble with the strikers. 


Art Hadley and George Ingleby of the 
Hadley Mfg. Co., returned May 14 from 
a 3500-mile business trip which carried 
them through the Mid-West and _ into 
Canada. The trip took 15 days, about 
25 hours of which was flying time, the 
pilot, Ralph Bourbon stated. Though the 
Hadley Co. has used transport planes ex- 
tensively in previous business trips, this 
was the first time its executives have char- 
tered a plane to take them about the 
country. Bourbon flew Messrs. Hadley 
and Ingleby to Buffalo, Toronto, Youngs- 
twon, Ohio.; Chicago, St. Louis, Kansas 
City, St. Louis again, Cincinnati, Colum- 
bus, Pittsburgh, and back home to the 
State Aviation Port at Hillsgrove. By 
having a chartered plane always at their 
command, they avoided waiting on time 
tables on the long trip. 
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CHICAGO: 


Jewelry News Flashes from the Great Central West 


W. W. Schwab, general manager of J. 
R. Wood & Sons, New York, spent several 
days in Chicago recently as he returned 
from a trip to California and the west 


Charles D. Ellbogen, president of 
Wendell & Co., returned recently to the 
Chicago office after spending a few weeks 
at the New York office and factory. 


Thomas R. Reid and Thomas J. Faus- 
sett, auctioneers, spent several days in 
Chicago preparatory to going to El Paso, 
Tex., where they opened a sale for W. 
T. Hixson Co., Inc.. on May 17. 


Charles C. Chase, who has been located 
at 1822 Wilson Ave., for about 25 years, 
died suddenly at his home early in May, 
of pneumonia. His wife, who was ill at 
the time also died of pneumonia a week 
later. The business has been continued 
by their daughter. 


The Wolf’s Jewel Shops, Inc., 4802 
Broadway, suffered considerable loss by 
fire last month when a fire originating in 
the basement of a drug store on the 
corner destroyed four or five places of 
business and caused a loss of over 
$200,000. 


Art Hadley, of the Hadley Co., made a 
“flying” trip to Chicago and cities of the 
middle west recently. In fact he char- 
tered a plane for the entire trip. After 
a week here he visited Cincinnati and 
other cities. He was accompanied by 
George Ingelby, factory superintendent. 


Larry Edwards, for many years one 
of the best known representatives in this 
territory, and who moved to California 
seven years ago, has returned with his 
wife to make their home here. Mr. Ed- 
wards has not decided whether he will 
again enter the business life here. 


Ben Zion Ginsburg, who has been as- 
sociated with the jewelry business for the 
last 15 years, has resigned as vice-pres- 
ident of Adolph Braude Corporation. 
He has opened a wholesale jewelry busi- 
ness at 29 E. Madison St. where he will 
at all times carry a complete line for 
retail jewelers. 


Alfred J. Moss, who resigned as rep- 
resentative of J. J. White Mfg. Co. on 
May 1 after more than 15 years rep- 
resentation, now represents Sammartino 
& Sanchirico, Ross Mfg. Co., and Kle- 
banoff & Grossman in the middle western 
and Pacific Coast territory. He continues 
to maintain offices in 1804 Heyworth 
building. 


B. Weinstein, Inc., one of the oldest 


retail jewelry stores in Chicago is now 


located at 5 E. Washington St., in the 
Columbus Memorial building. For .the 
Past several years they have been located 
on the 11th floor of this building. This 
business was established on Halsted St., 
in 1885 and has been continued by Mr. 
Weinstein’s son since his death. 
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The Wahrer Bros., Inc., installment 
jewelry business, recently located on the 
fourth floor of the Pittsfield building has 
been removed to the ground floor of the 
building at 39 N. Wabash Ave. This 
room was occupied until May 1 by Harry 
J. Barnett, novelties and beads. Mr. 
Barnett has moved back to the Mallers 
building where he was formerly located. 


Chauncey T. E. Smith, aged 57, known 
to jewelers throughout the Middle West, 
died suddenly on May 6 at a sanitarium 
in Winnetka, where he had been several 
weeks under observation. Mr. Smith, 
who lived at 3000 Sheridan Road in 
Chicago, had represented the Reed & 
Barton Co. in this territory for nearly 40 
years. 


Charles Mealy, of the R. F. Simmons 
Co., spent some time in Chicago last 
month. Mr. Mealy accompanied Harry 
Mitchell, who will represent the company 
in this territory in the future. He 
succeeds Ed. Moore, who has been rep- 
resentative in this territory for many 
years and who is now assigned to the 
western coast territory. 


The shoplifting story related on this 
page last month telling of losses by 
several houses here in April was com- 
pletely solved early in May when the 
police arrested Annie Gleason, an inter- 
national crook and associate of crooks. 
She is 60 years of age and has spent 
nearly half her life in London and 
American prisons. Attention was 
directed to her when John J. Reedy 
committed suicide in a Clark St. rooming 
house on May 4. Evidence found proved 
that he was the man who represented 
himself alternately as a doctor and major 
and that Annie Gleason was his com- 
panion. 


The A. C. Becken Co., with which is 
combined the Otto Young & Co. busi- 
ness and that of C. H. Knights-Thearle 
Co. signed a lease for the entire sixth 
floor of the Heyworth building for a 
term of years and are now located in 
their new quarters. It is not a new lo- 
cation for Otto Young & Co. because this 
company, which was organized in 1865, 
occupied this space from the time the 
building was erected until 1929 when the 
business was consolidated with that of 
A. C. Becken Co. It was at the same 
time the C. H. Knights-Thearle Co., 
established in 1867, became a part of the 
organization. For the past several years 
A. C. Becken Co. has been located in the 
Pure Oil building on Wacker Drive. The 
A. C. Becken Co. was established 1887 
and James W. Clark was elected presi- 
dent in 1932. At this same time P. T. 
(Pete) White, who was vice-president of 
Otto Young & Co. for many years prior 
to the consolidation of the businesses, 
again became associated with the com- 
pany as general manager. 
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CRAFTSMANSHIP IN REPAIRING. 
ARTISANS FOR SPECIAL ORDERS. 
“EXTRA” DIVIDENDS 
ON YOUR OLD COLD. 


WENDELL & COMPANY 
CHICAGO NEW YORK 


A. C. BECKEN Co. 


Wholesale Jewelers 


P.O. Box 1 
35 E. Wacker Drive, Chicago 











Marcasite Monograms 
for Graduation and 
Anniversary Gifts 

Write for Folder 


Central Monogram Works 
7 W. Madison Street 
CHICAGO Est. 1915 


Sucomparable 


ORDINARY WO 


BECKER-HECKMAN CO 
29 E. Madison St. 




















“CHICAGO. ILL. 








> BRACELETS 





PURCHASE THRU YOUR WHOLESALER 

LOUIS STERN CO. 

Providence, R. I. 
Philadelphia 


Chicago New York 


DIALS REFINISHED 


High Quality Low Prices Quick Service 
Every Dial Guaranteed for One Year 
PACIFIC RALIUM APPLICATION 

co., LTD. 





330 Allen Bidg. 503 Eger 








dg. 
Dallas, Tex. Chicago’ Hl. 
823 Seaboard 524 Cetrepetitnn 
Bids. Los Angeles 
Seattle, Wash. car - 


ELGIN and 
WALTHAM 


WATCHES 


Open Face 
7 Jewel, 16 Size 


$ 3-50 


(With new White 
Fancy Engraved 
Case.) 


Same in 15-Jewel 
$4.00 





Same in 17-Jewel 
$5.00 


Same in 12 size, A $3.75 
with a_ beautiful SSP Gc J etide 5. 
Fancy Silver Dial EF JOOS tacsuci. 6.00 


25% with order, balance C. O. D. 


We also carry a good line of Rail- 
road Watches, comparatively low- 
priced as above. 


Quality and Service Always 


If you have not received our new 1933 
Circular write for it— 


LEW & ROSENBERG 


5 South Wabash Avenue, Chicago 

















Where to Buy 


IMPORTED 
China and Glass 


ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 
L. BERNARDAUD & CO. 


Orders filled immediately from 
New York stock 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 








Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
160 Fifth Avenue, New York City 











DRESDNER ART DECORATIONS 


DINNER WARE 





SCHUMANN CHINA CORP. 


14 West 23rd Street 


New York, N. Y. 





FINEST WATERFORD CUT 
AND ROCK CRYSTAL 
FROM SWEDEN AND FINLAND 
Highest Quality. Pre-war Prices 


J. H. VENON, INC. 
104 Fifth Avenue, New York 





ROYAL DOULTON 
English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 
The original production 


WM. 8S. PITCAIRN CORPORATION 
104 Fifth Ave. New York, N. Y. 


FINE Pa: CHINA 


Famous the World Over 


Available from New York Stocks 








ROSENTHAL CHINA CORP., 149 Sth Ave., New York 





BEVERACE CLASSWARE 
in stock for immediate delivery 


Beer Jugs and Tumblers, Wine Glasses 
in Fine Crystal and 
Handsome Cuttings and Decorations. 


PAULA. STRAUB & CO., Importers 
New York 


and Decanters 


105-107 Fifth Ave. 





FINE CRYSTAL, CHINA 
and ART WARES 
from the best European sources 
A wonderful variety, in stock 


KOSCHERAK BROS., INC. 
129-131 Fifth Ave., New York 














Eastern Manufacturers and Importers 
Exhibit July 31 to August 11 


CuHicaco—The first two weeks of 
August, will undoubtedly be the two 
greatest weeks in the history of the 
gift buyers of the country, for then they 
will have an opportunity to combine busi- 
ness with pleasure, and _ visit the 
eighteenth semi-annual exhibit of the 
Eastern Manufacturers and Importers 
Exhibit on the seventh and eighth floors 
of the Palmer House. Those who have 
attended former shows will need no 
urging to come again—to remain, if pos- 
sible, for a longer period of time after 
they have completed their buying, so that 
they may view the greatest of the great 
Century of Progress Exposition. 

The first exhibit of the Eastern Manu- 
facturers and Importers sponsored by the 
leading manufacturers and importers of 
the country back in 1925 was a wonder 
show a few years back. Growth of at- 
tendance, greater number and variety of 
displays, ideas based on greater coopera- 
tion between those who exhibit from 
season to season and those who come to 
see all the newest and best in gift and art 
merchandise, has made this exhibit a 
Mecca for gift buyers. 





Charles H. Pratt 


HELENA, Mont.—Charles H. Pratt, a 
jeweler here for years, died May 1. He 
had been a resident of Helena for more 
than 40 years and had been actively en- 
gaged in business for more than 37 
years. Mr. Pratt was stricken with a 
cerebral hemorrhage at his home in the 
Blackstone and was rushed to the hos- 
pital. He never fully regained con- 
sciousness. 

He came to Montana, in the late 80’s 
and established a jewelry business in 
Butte. After several years he disposed of 
his store and moved to White Sulphur 
Springs. He operated a jewelry store 
there for three or four years and then 
came to Helena to establish a business 
that has borne his name ever since. 

The deceased is survived by a son and 
a daughter. 





Canada’s Production of Jewelry and 
Silver, Watches and Clocks in 1931 


WasuINncTon, D. C., May 12.—A re- 
port just received by the Department of 
Commerce states that production of 
jewelry and silverware in Canada in 
1931 was valued at $7,449,754 compared 
with $9,242,126 in 1930. These are the 
latest figures available. 

The report states that this industry in- 
cludes all firms in Canada which were 
engaged chiefly in manufacturing jewelry, 
clocks, watches, silverware and dental 
gold. Manufacturing jewelers come with- 
in this classification, states the report, 
but many retail and repair shops are not 
included. 

It is stated that the 95 plants employed 
fixed and working capital amounting to 
$8,511,317 and gave work to a monthly 
average of 2,435 people. Payments for 
salaries and wages totaled $2,949,467 for 
the year and expenditures for materials 
aggregated $2,892,228. The value added 
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to these materials by manufacturing pro. 
cesses was $4,557,526. 

Among the products made in this jp. 
dustry were: jewelry valued at $1,983,. 
102; electro plated hollowware $1,108,. 
702; electro plated flatware $918 992. 
sterling silverware $532,368; clocks and 
watches, $574,389; refined gold $596,895, 
and cutlery $263,045. 





George H. Cahoone 


PROVIDENCE, R. I., May 18.—George H, 
Cahoone, president of the manufacturing 
jewelry concern of George H. Cahoone 
Co., and a member of the New England 
Manufacturing Jewelers’ and _ Silver- 
smiths’ Association, died yesterday after- 
noon at his home, 360 Olney St., after 
an illness for several months due to heart 
trouble. 

He was born in this city, Aug. 6, 1860, 
and after attending the public schools 
entered the employ in 1884 of Foster & 
Bailey, manufacturing jewelers, as west- 
ern traveling representative. In April, 
1886, when 26 years old, he entered into 
partnership with his father-in-law, the 
late William Blakely, in the purchase of 
the plant of Hunt & Owen, one of the 
oldest jewelry manufacturers here. 

The company became known as George 
H. Cahoone & Co., was incorporated in 
1906 and specialized in the manufacture 
of reproductions of platinum diamond set 
jewelry. 

He was elected a Commissioner of the 
Sinking Fund of Providence in 1918, suc- 
ceeded the late Dutee Wilcox, a manu- 
facturing jeweler, and continued to serve 
until 1931, when he resigned. 

‘He is survived by his widow and one 
daughter. 





Manufacturing Jewelers to Hold 
Golf Tournament 


PROVIDENCE, R. I., May 23.—The 2lst 
bi-annual tournament of the Manufactur- 
ing Jewelers Golf Association will be 
held at the Metacomet Golf Club, Tues- 
day, June 6, starting at 12 o’clock noon. 
Registrations to play should be sent in 
advance to Fred B. White, 158 Pine St. 

All are welcome to play in this tourna- 
ment whether connected with the industry 
or not. 





Platinum Market 


Platinum prices, as of May 24, were officially 
quoted as: 


le SR On Ore rr rrr ee ree $28.50 
Containing 5 per cent iridium .......... 29.50 
Containing 10 per cent iridium ........ 30.50 
CR nets eras eee hee ROC ame $55-$60 
POMIMIMRAEIS 6.51 6c woe bors odie ark s wearer 17. 
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Horologists Gather in Washington 


Annual Session of the H. |. A. the Occasion for Many 


Instructive Addresses and Discussions—All Officers Reelected 


WasHINcTON, D. C., May 9.—The annual convention of the 
H. I. A. which ended last night with a dinner at the Lee House, 
here, while not remarkable for the number in attendance 
proved to be one of the most generally instructive as well as 
interesting sessions that the Institute has held in recent years. 
The sessions began with a meeting of the Executive Committee 
called by President E. H. Hufnagel at the Lee House on Sun- 
day night which was attended not only by a majority of the 
committee, but also by several prominent visitors including 
George P. Luckey, director of research of the Hamilton Watch 





Watch timing instrument exhibited at the convention 


Co, H. L. Beehler, research assistant of the same concern, 
Mrs. Jane Wheeler Jellicoe, present owner of the famous Wil- 
lard H. Wheeler collection of watches, and Messrs. Fetter and 
Mathews of the staff of the Bell Research Laboratories, which 
has just perfected an interesting instrument for the mechanical 
rating of watches that was later given a public demonstration 
at the sessions of the Institute. 

Sunday evening was devoted to the perfection of arrange- 
ments for the awarding of the prizes to be given in the Na- 
tional Contest now being conducted by the Institute. 


Monpbay Morninc 


; The regular sessions of the Institute began Monday morning 
in the lecture room of the beautiful building of the National 
Academy of Science and American Research Council which 
has been the home of these gatherings for many years. Al- 
though rain kept down the attedance of this session, there were 
a fair number who listened to the addresses and reports and 
attended to routine business. The proceedings were opened by 
President Hufnagel, who told how despite the conditions of the 
depression, the Institute had been kept “in the black,” due to 
the deep interest of its officers and members who had spared 
no effort to keep its work on a high plane that had been estab- 
lished from the time of its inception. He referred to the com- 
ig competition of watchmakers of which Corresponding Sec- 
retary Gould was to develop later in his address and referred 
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particularly to the work of the Certification Committee which 
he said was the backbone of the organization. He gave thanks 
to the Academy of Science and the Bureau of Standards for 
their cooperation to the Institute that had made possible the 
achievements which it had attained. In the course of his re- 
marks, he referred to the fact that the organization had always 
been in favor of eventually establishing a “Time Building” in 
Washington which had been referred to the evening before by 
Mrs. Jellicoe in an address asking the Institute to support a 
movement for a Temple of Time at this meeting. He ex- 
pressed gratification at the additions to the membership roll in 
the past year and the fact that the Institute was on a balanced 
budget, was paying its way and was doing its full work at a 
time when most organizations were falling behind or going out 
of business. 

The next report was by John J. Bowman, the treasurer, who 
gave a detailed statement of the finances of the organization 
which showed them to be in excellent shape, and the associa- 
tion able to meet its expenses from current receipts. 

Vice-president William Ramsay, chairman of the Cer- 
tification Committee, said that while the work had felt the 
effects of the depression in the fact that there were fewer ex- 
aminations for certificates, nevertheless, this had been compen- 
sated for by the higher standard of proficiency attained by 
the applicants and the greater number proportionately that 
had passed the examination. He read statements showing the 
number of applicants and the names of those who had passed. 

Following the reading of the report of the Educational Com- 
mittee by Mr. Bowman in which it was shown that the 
graduates of the watchmaking schools produce about 150 com- 
petent watchmakers a year, a discussion arose as to the advis- 
ability of having watchmaking courses established in the public 
schools. The facts in Mr. Bowman’s report were so complete 
in this regard that it was suggested that it be sent to the 
educational magazines and be kept on file for those who were 
advocating such courses, that they may understand fully the 
calibre of the man needed, the thoroughness of the course re- 
quired as well as the high standard of efficiency that must be 
obtained to make such pupils of value to themselves and the 
industry. 

Secretary Gould then reported on the competition which the 
Institute is now holding, telling of the number of inquiries that 
had been received, the number of contestants who had entered 
and giving facts in detail about the different prizes to be 
awarded. 

Second Vice-president William C. Donnelly reported for the 
Membership Committee showing 75 new members had been 
passed for admission and nine had resigned. He then read 
the names of the applicants and all were admitted to member- 
ship. He spoke feelingly of the loss the Institute sustained 
in the death of one of its most prominent members, Dr. George 
F. Kunz, of Tiffany & Co. 

The rest of the morning was taken up in discussion of 
various topics, among others, the advisability of the Institute 
giving a medal each year for the most outstanding work in 
horology that tended to develop the science underlying time- 
keeping instruments or the manufacture and sale of the same. 
It was decided that the President should appoint a committee 
to consider the question of awarding such a medal. 

Another subject which was discussed informally was the 
“racketeering” in regard to watch repairing and the methods 
that might be taken to stop the advertising of incompetent or 
unscrupulous watchmakers that is affecting the business of the 
competent workman throughout the country. 

During the morning session a letter was read from Executive 
Secretary Moore who is in the south for his health, which con- 
tained some general information in regard to the working of 
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the Institute and also the fact that certification of watchmakers 
had been offered by unrecognized bodies in some sections of 
the country and telling what he had done to stop this racket. 


MONDAY AFTERNOON SESSION 


The afternoon session proved one of the most instructive that 
the Institute has held for many years. It was opened by the 
famous scientist, Dr. Paul Heyl of the Bureau of Standards 
who talked upon “Time Intervals as Scientific Tools” to a 
much larger attendance than had appeared in the morning. Dr. 
Heyl showed that in all present scientific work and research 
the measurement of time or the time element entered in some 
way; that in all calculations there seems to be three principal 
elements, mass, length and time and that at least two of these, 
of which the time element always was one, entered into the 
calculation. 

Dr. Heyl was followed by George P. Luckey, director of Re- 
search of the Hamilton Watch Co., whose address “Rapid 
Methods in Watch Timing” described the instrument developed 
by his concern which he called the “Time Microscope” with 
which the company was now able to observe in one minute, 
the rate of a watch to two-tenths seconds in 24 hours. This is 
done by a stroboscopic method by which the balance arm is 
observed when it is moving at its highest speed in a way that 
it is apparently standing still. ‘This is done through the flash- 
ing of light, just when the arm is in the center of its half. The 
constant frequency was obtained from a Riefler clock which 
was accurate to within a few hundredths of a second a dav 
With the time microscope it was possible to obtain the rate on 
the smallest watch with the same degree of accuracy during 
the one minute period under observation that could be obtained 
in the highest grade 16-size position watch. 

Modestly he told of the development of the method up to 
the present time, illustrating his lecture with charts and with 
pictures of the clock and the instrument used, and said that 
less trouble is experienced in obtaining proper rates from 
watches that were originally brought to time with this method 
than from watches that were formerly brought to time by 
timing them over 24-hour periods. 

The next speaker, Charles H. Fetter of the Electrical Re- 
search Products, New York, described an instrument which his 
institution has developed, based on the same principles that 
have been applied by the Hamilton Watch Co., made in a form 
to rate or grade a watch mechanically. He said it would 
be possible for jewelers to use the slogan “Have your watch 
regulated while you wait” as he explained that the instrument 
could give the jeweler a chance to examine and regulate the 
watch in position in 10 minutes, as compared to about 10 
days now necessary to do the same work. 

The device which was on view at the lecture room all day 
and which was practically introduced to the public for the first 
time, at this session of the Institute is approximately the size 
of a large typewriter. It is illustrated on page 61. 

In describing the instrument he explained that when the 
watch is placed in a compartment of the timer an image of 
the watch balance wheel is reflected on a mirror, permitting 
a comparison of the watch speed with a flashing lamp which 
produces a stroboscopic pattern. The actual loss or gain in 
seconds per day made by the watch may be read directly from 
a calibrated dial on the timer. Readings are taken with the 
watch in two different positions with the mainspring wound 
and unwound so that it may be corrected for the full daily 
operation of the watch. 

The motive power which drives the timer is a one hundred 
cycle per second current transmitted over wire and furnished 
by the telephone company from a constant frequency generator 
located in New York. The frequency of this current is ac- 
Curate to one part in ten million. 

Dr..W. G. Brombacher, the next speaker on oil for watch 
movements, announced the progress of the research being con- 
ducted by the Bureau of Standards with which he is connected. 
He said their research covered oils for lubricating instruments 
of all kinds but he was not in a position to announce any 
definite results as yet. 

The last speaker of the afternoon was Mrs. Jane Wheeler 
Jellicoe owner of the Wheeler collection of watches, who gave 
the association some information upon the collection but said 
that she had come before the body to get their endorsement of 
@ project for a “Temple of Time” in Washington, which would 
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house exhibits of timekeeping instruments and be the center 
of all matters relating to time. Her idea was also that the 
building would act as a stimulant on educational lines in 
inducing the public, from children to adults, to learn the 
history of timekeeping instruments and their importance to 
civilization as well as art. 

The election of members of the Advisory Council then fol- 
lowed, the following retiring members being reelected: Walter 
Lugrin, W. C. Moore, Paul Moore, Wm. Ramsay, W. H. 
Samelius, Ludwig Staib and T. Edgar Willson, Harry P. 
Bridge was elected to fill a vacancy. 

After the jewelers and others had spent a short time in 
inspecting the watch timing instrument on exhibition, the Resolu- 
tions Committee made a report which thanked the officers for 
their untiring work, the speakers for their contribution to the 
success of the meeting and the National Research Council and 
Academy of Science and Bureau of Standards for their co- 
operation. The resolutions also endorsed the idea of a Time 
Building which the Institute has favored and that it be erected 
purely as a scientific and educational project and not as a 
commercial proposition. 

THE ELECTION 

Following the general session of the Institute, the Advisory 
Council met and reelected the following officers: President, 
E. H. Hufnagel; first vice-president, William Ramsay; second 
vice-president, William C. Donnelly; treasurer, John J. Bow- 
man; executive secretary, Paul Moore, and corresponding 
secretary, R. E. Gould. These together with Jacques Leroy, T. 
Edgar Willson, T. C. Beckwith and H. P. Bridge constitute the 
Executive Committee. 

BANQUET 

The proceedings ended Monday night with a banquet and 
entertainment at the Lee House attended by about 50 members 
and guests which proved most enjoyable. President Hufnagel 
presided but there were no formal speeches, the evening being 
given over to a musical program in which the features were 
the rendition of selections and solos by members of the B. & O. 
Railroad double quartet which Mr. Donnelly had brought from 
Baltimore for the occasion. In addition there were piano selec- 
tions and baritone solos by President Hufnagel who surprised 
many of his associates by the beauty of his voice and the per- 
fection of his training. Mrs. Jellicoe rendered an original 
poem based on the idea of the development of the timepiece. 





H. |. A. Issues Certificates to Watchmakers 


The Examining Board of the Horological Institute of 
America, on May 1, granted watchmakers’ certificates as 
follows: 


CERTIFIED, WATCHMAKER 
EMPLOYED BY 

E. R. Britten Eaton Rapids, Mich. 

Boulton & Co. Oklahoma City, Okla. 

J. C. Herkner Jewelry Grand Rapids, Mich. 


Co. 
Wilhelm Carl Johnson P. C. Seattle, Wash. 
Glendale, Cal. 


Stewart C. Lee Oo. L. 
William Edwin Thompson Self Santa Monica, Cal. 


JUNIOR WATCHMAKER 
J: L. Tolman 
Student at Elgin School Rupert, Idaho 
Student at Bowman gin, . 
School Ogdensburg, N. Y. 


The following are sample questions used in the exam- 
inations: 


NAME ADDRESS 


Paul Baldwin 
Carson B. Boulton 
Stephen Henry Hibner 


Noot 
Whitaker 


Lester G. Gulley 
Jacob L. Hagelow 
Edwin J. Hibner 


CERTIFIED WATCHMAKER 
1. What is meant by a suspended barrel? 
2. Describe the ordinary stop works and explain its 
purpose. 

. Explain just how you set a balance hole jewel in 
setting so as to have the hole properly centered 
and upright. . 


WwW 


Junior WATCHMAKER 
1. Why are the locking faces of the pallet stone placed 
at a slant? 
2. Name the dial train. 
3. For what purpose are banking screws in a watch? 
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Testing Silver and Platinum 


The Eastern Smelting & Refining Corp., Boston, Mass., 
submits the following methods of testing silver and plati- 
num. 

‘TESTING OF SILVER 

In practical market, sterling is 925/1000 parts pure 
silver. Coin silver is 900/1000 fine. Quadruple plate 
or other forms of plated silver is practically worthless 
because of the present low price of silver. 

Where you have an article of questionable quality, file 
through the surface and apply a drop of C. P. nitric 
acid. Silver will show a slightly gray discoloration. Do 
not confuse this with pewter, which is extremely soft and 
will sometimes boil. 

A drop of nitric acid followed with a drop of muriatic 
acid on what appears to be silver, will produce a reaction 
which is silver chloride. Most other metals will turn 
black or dark brown. 

PLATINUM 


Platinum will withstand 3191°F. without discoloration. 
It is comparatively soft and much heavier than gold. It 
will withstand the 18K acid test. 


14K C. P. nitric acid 
18K 24% parts C. P. nitric 
Y% “  muriatic 
6% “ distilled water 


without discoloration. 


Tungsten, used for electrical contact points, resembles 
platinum and is sometimes confusing. You will find it 
extremely hard and brittle when filed or cut with a 
cutting plier. 

Palladium is light in weight, similar in color, and shows 
a slight discoloration under intense heat. 


Organize for Self-Preservation 
(From page 49) 


proceeds of these dues to be used by the Jewelry Trade 
Organization to develop, protect, and advance the in- 
terests of the entire industry. 

The united efforts of the thousands of loyalty members 
will produce great results in creating the desire for jew- 
elry and silverware if directed as follows: 


To place favorable suggestions of jewelry and silverware be- 
fore the eyes of the people as often as is possible, and to sup- 
press any unfavorable comment or advertising that may have a 
tendency to diminish this desire. : 

To instill the thoughts of jewelry and silverware as the most 
desirable of gifts by reason of their artistic beauty and their 
lasting sentiment. 


Each person upon payment of the yearly dues shall be 
issued a membership card, the face of which should read 
somewhat as follows: “. . . Loyalty Member, Jewelry 


Industries of America, 1933. Issued to....” 
On.the reverse side it should read somewhat as follows: 


I will consider jewelry as a work of art and will do my ut- 
Most to raise it to the highest standards. 

I will endeavor to educate others to appreciate the artistic 
qualities of jewelry. 

I will myself wear jewelry and by so doing create a fond- 
ness and encouragement for others to do so. 
; I will use no device in my wearing apparel as a substitute for 
Jewelry. 
_ I will be at all times alert to advance the interests of the 
Jewelry industry. 
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I will do my part to make the jewelry industry an important 
factor in the business world and jewelry a contribution to the 
happiness of all. 


Having paid dues and wearing a card of the industry 
each member will feel a part of it and so perfect a 
mighty organization, the tremendous possibilities of which 
can now hardly be estimated. 

As the main object is to create the desire for jewelry, 
which is a common benefit to every one in the jewelry 
industry, there should be no restrictions or qualifications 
of membership. 

There is no association that will progress without a 
purpose. We have a definite one of self preservation. 


Merchandise Market 
All-Proof Sports Watch 
The A. Wittnauer Co., 402 Fifth Ave., New York, is intro- 
ducing its new shock and water-proof watch and has received 
many inquires about this product. 





A New Razor 
The King Razor Co., Providence, R. I., is advertising in 
New England cities to introduce a shaving implement with an 
oscillating blade. The blade operates in a locked channel on 
six polished bearings, making it impossible for the user to get 
the wrong angle. 





Reaping Benefits of Fixed Policy 

Grover C. Richards, president of the Watson Co., Attleboro, 
Mass., states that his company is unmistakably reaping the 
benefits of their fixed policy not to usurp any of the preroga- 
tives of retailing, especially as they effect price. He says that 
many new accounts have placed important business with his 
company during recent weeks, which he knows was influenced 
by this policy. 





School Features Marblette for Costume Jewelry 

One of the features of a pageant produced last month by 
the students of The Rhode Island School of Design in Prov- 
idence was of special interest to the costume jewelry manu- 
facturers in the Providence district and elsewhere. For the 
first time in such an extended way, it was stated, a new 
creation was used in the making of considerable of the costume 
jewelry which was worn by the students who took part in the 
pageant. 

The jewelry was made of “Marblette,” a material that has 
the appearance of a true gem but is a cast phenolic resin. It 
is light in weight, and is impervious to alcohol, water, oil or 
any other moisture. 

The Marblette Corporation is running 165 colors to suit the 
tastes of the most discriminating manufacturing jewelers and 
those who happened to be in the vicinity of Providence 
learned much by attending the pageant and seeing some of the 
samples that have been made by the students of the school, and 
others that have been loaned by some of the leading manu- 
facturers of costume jewelry. 

It is possible to reproduce many special shapes in rod form 
for the most fastidious manufacturers in the costume jewelry 
industry and it is interesting to note that 80 per cent of the 
Marblette concern’s production for the months of May, June, 
July and August is going into different lines of costume jewelry. 


Greater Detroit Watchmakers & Jewelery Association 
Fighting Misleading Advertising 

Detroit, Micu.—Within a week after the Greater 
Detroit Watchmakers & Jewelry Association opened an 
aggressive campaign May 11 against jewelers who ad- 
vertise with misleading statements, one conviction was 
obtained in Recorder’s Court. 

A jeweler, in the downtown business district, was found 
guilty by Judge W. McKay Skillman of obtaining $1.80 
under false pretenses and fined $100. 
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Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c, if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all an- 
swers will be directed care The 
Jewelers’ Circular. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspond- 
ence mention your location in the 
advertisement. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 





Situations Wanted. 


Under this heading, 75c. for first 
25 words, 5c. for each additional 
word; minimum charge, 75c. 





POSITION AS FOREMAN, or first class 
diamond setter; 21 years’ experience ; 10 
years’ jobbing business myself; other 
information on request. Address “C., 
208,” care Jewelers’ Circular. 





WATCHMAKER, SALESMAN, front man, 
age 33, neat appearance, American ; 16 
years’ experience; best references. Ad- 
dress “Watchmaker,” Box 103, Rey- 
nolds, Ga. 





WATCH AND CLOCKMAKER, Al me- 
chanic; also electric clocks, able to take 
care of repair department, wait on cus- 
tomers; first class references. Address 
“K., 279,” care Jewelers’ Circular. 





EXPERT PEARL STRINGER with nine 
years’ experience, wishes position with 
high class jewelry house on 5th Ave., 
New York; excellent references. Ad- 
dress “S., 213,” care Jewelers’ Circular. 





JEWELER, 15 years’ experience on first 
class repairs and stone setting; retail 
store preferred; capable of estimating 
work ; splendid references. Address “B., 
207,” care Jewelers’ Circular. 





WINDOW TRIMMER, versatile creator of 
unusual displays, including attractive 
backgrounds and effective sign work, is 
now available for occasional] jobs. Ad- 
dress “B., 212,” care Jewelers’ Circular. 





YOUNG LADY, wide experience in manu- 
facturing ring line, complete charge of 
gold office; repairs and office work; 
moderate salary; references. Address 
“A., 228,” care Jewelers’ Circular. 





FIRST CLASS engraver and watchmaker, 
20 years’ experience in high grade retail 
stores; best references and samples of 
engraving; reasonable salary. Address 
“M., 232,” care Jewelers’ Circular. 





ENGRAVER, 30 years’ experience, letter- 
ing, carving, chasing, cutting for enamel, 
would like position with reliable house. 
we “F., 267,” care Jewelers’ Cir- 
cular. 





WATCHMAKER AND SALESMAN, full 
or part time, employed at present, ex- 
pert on all watches; neat young man, 
with reference; take charge of repairs. 
Fordham 7-3461, Bronx. 





YOU GIVE ME the windows and merchan- 
dise ; I’ll do the rest. Address “A., 218,” 
care Jewelers’ Circular. 





ENGRAVER, manufacturing jeweler and 
diamond ‘setter; best references. Ad- 
dress “V., 216,” care Jewelers’ Circular. 





DIAMOND SETTER, jeweler and en- 
graver, first class work; low wages; 
part or full time. Address A. Herrera, 
1501 Cadiz St., Dallas Texas. 





YOUR BUSINESS will improve through 
my ability as retail salesman; fully ac- 
uainted and highly recommended. Ad- 
ress “J., 227,’ care Jewelers’ Circular. 





LOS ANGELES RESIDENT, six years’ 
experience on Pacific Coast, wishes to 
represent importer or manufacturer. Ad- 
dress “P., 236,” care Jewelers’ Circular. 





WATCHMAKER, A-1, 25 years’ experience, 
can manage store; familiar with rail- 
road: inspection work. Address “B., 
263,” care Jewelers’ Circular. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





HUB CUTTER, capable of making orig- 
inal wax models and all tools for same: 
reasonable. Address “A., 241,” care 
Jewelers’ Circular. 





WATCHMAKER, Swiss, 38; first class 
work; some jewelry repairing, capable 
of waiting on trade; best references. 

7s Cuanillon, 40 Hillyer St., Orange, 





OPEN FOR POSITION, an experienced 
instalment jewelry store manager; can 
handle credits, collections, buy, sell; 
first class references furnished. Address 
“S., 240,” care Jewelers’ Circular. 





HUB AND DIE CUTTER, jewelry de- 
signer, able to make all tools required 
for same, wishes position with reliable 
firm. Address “B., 63,” care Jewelers’ 
Circular. 





RETAIL JEWELRY and silverware sales- 
man, thoroughly experienced, age 36, 
seeks good permanent connection with 
reliable firm; highest references. Ad- 
dress “R., 242,” care Jewelers’ Circular. 





RETAIL SALESMAN, young man of 
broad experience and unusual abilities, 
awaits opportunity with firm of out- 
standing reputation; first class refer- 
ences. Address “W., 217,’’ care Jewel- 
ers’ Circular. 





A-1 WATCHMAKER and mechanic, 16 
years’ bench experience; first class 
tools, Clement Master watchmakers’ 
lathe; graduate from recognized school ; 
best references. Alex. Baltsois, 14 Neil 
St., Marlborough, Mass. 





EXPERT WATCHMAKER, 21 years’ ex- 
perience, repair any make of watch, can 
make parts, vibrate hair springs; 
honest; good habits and references; 
make me an offer. Address “O., 283,” 
care Jewelers’ Circular. 





BOOKKEEPER AND SECRETARY, long 
experience, thoroughly trained, high 
grade young woman, executive ability, 
takes complete charge; can handle sales 
promotion. Address “R. 289” care 


Jewelers’ Circular. 





























YOUNG LADY, several years’ 
manufacturing and jobbing gold pene 
num and diamond jewelry; complete 
charge stock orders, detail work: xen 
tive ability; best reference. Addr ~ 
“K. 292,’’ care Jewelers’ Circular. ™ 


—————____ 


RETAIL SALESMAN, young ma 
teresting capabilities desires opportente, 
with progressive organization Situated it, 
the Metropolitan area; excellent refer. 
ences available. Address “O., 235,” care 
Jewelers’ Circular. —_ 











STOCK CLERK, a young man o 
habits, desires connection with repua 
wholesale watch concern; thoroug 
experienced and highly recommend 
— “J., 271,” care Jewelers’ Cir. 
cular. 
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WATCHMAKER, expert all es 
watches and clocks; jewelry repairing; 
part or full time; many years’ experi: 
ence; best references; New York City 
or vicinity. Address “R., 302,” care 
Jewelers’ Circular, 








WATCHMAKER AND SALESMAN, 20 
years’ experience; pocket and bracelet 
watches; high grade workman; can 
estimate ; references; reasonable; mar- 
ried. Address “C., 262,” care Jewelers’ 
Circular. 





BOOKKEEPER, SECRETARY, nine 
years’ executive experience in manufac- 
turing jewelry-diamond importing busi- 
ness; thoroughly competent and initia- 
tive ; excellent references. Address “Q, 
288,’ care Jewelers’ Circular. 





YOUNG LADY, several years’ experience 
in wholesale jewelry business, familiar 
with all detail work in manufacturing 
and jobbing lines; excellent references 
furnished. Address “A., 252,” care 
Jewelers’ Circular. 





SITUATION WANTED, temporary or per- 
manent, A-1 watchmaker, 15 years’ ex- 
perience; conducted my own shop for 
10 years; will work for reasonable sal- 
ary. Address Hobe Campbell, P. O. Box 
456, West Lafayette, Indiana. 





EXPERT watchmaker, jeweler, engraver 
and diamond setter, wishes permanent 
position; age 32, married; Protestant; 
salary $40; willing to go anywhere; 12 
years’ experience. CC, E. Moorefield, 
Anniston, Alabama. 





YOUNG LADY, thorough knowledge of 
retail jewelry business, wishes position 
in refined store in New York City or 
vicinity, where experience and dependa- 
bility are desired. Address “A., 260,” 
eare Jewelers’ Circular. 





CAPABLE YOUNG MAN, married, ex- 
ecutive ability wants responsible posi- 
tion; nine years’ jewelry experience with 
mail order, instalment and importing 
concerns. Address “L., 280,” care Jewel- 
ers’ Circular. 





WATCHMAKER, married, 15 years’ ex- 
perience; expert on railroad and bagu- 
ette watches; skilled in position and 
isochronal adjusting; best references; 
anywhere West. Address “E., 256,” 
care Jewelers’ Circular. 





WATCHMAKER, competent in all grades, 
watches and clocks, repeaters, split- 
seconds baguettes; make new parts, 
staffs, stems, etc.; 25 years’ factory and 
jewelry store experience. Address “C., 
254,” care Jewelers’ Circular. 





SWISS - AMERICAN WATCHMAKER, 
long experience, repair anything in 
watches and clocks; best of references; 
salary $25; would consider operating 
small store, New York or vicinity. Ad- 
dress “B., 253,” care Jewelers’ Circular. 








WATCHMAKER, expert, good natured to 
everybody, 18 years’ experience, 
pendable, capable handling repair de- 
partment; position must be reliable and 
permanent; go any place in U. S. Ad- 
dress “E., 266,” care Jewelers’ Circular. 
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Uncle Sam as Industry's Partner 


(From page 37) 


shall, upon conviction thereof, be fined not more than $500, or 
imprisoned not more than six months, or both, and each day 
such violation continues shall be deemed a separate offense. 

No particular group or association will be entitled to 
receive the benefits of the Act until they file with the Pres- 
jdent a statement containing full information relating to 
their activities. “The President is authorized to prescribe 
rules to insure that any organization availing itself of the 
benefits shall be truly representative of its trade or in- 
dustry or subdivision thereof. Any organization violating 
such rules shall forfeit its right to the benefits of the Act. 
The Federal Trade Commission is empowered to make 
the investigation, if necessary, to enable the President to 
carry out the provisions of the Act. 

Another important part of the bill relates to employ- 
ment under the codes that may be adopted by the in- 
dustry. This is covered in Section 7 which says: 

SEC. 7—(a) Every code of fair competition, agreement and 
license approved, prescribed or issued under this title shall 
contain the following conditions: (1) That employes shall have 
the right to organize and bargain collectively through rep- 
representatives of their own choosing; (2) that no employe and 
no one seeking employment shall be required as a condition of 
employment to join any organization or to refrain from joining 
a labor organization of his own choosing, and (3) that em- 
ployers shall comply with the maximum hours of labor, 


minimum rates of pay and other working conditions approved 
or prescribed by the President. 


The second part of the bill relates to the establishment 
of public works for employment, a lump sum appropria- 
tion of $3,300,000,000 being authorized for this purpose 
to be met by an annual sinking fund amounting to 214% 
of the aggrerate outstanding appropriations under the 
Act provided for by necessary taxes provided by Congress. 


JEWELRY TRADE TAKES ACTION ON BILL 


With the first proposal of this bill, industries through- 
out the country began to form tentative organizations to 
meet the conditions that may arise. In the jewelry trade, 
activity was manifest in Providence where it was reported 
that the New England Manufacturing Jewelers & Silver- 
smiths Association had proposed that the industry go in 
for the experiment of planning a sales allotment among 
the various manufacturers that would establish a quota 
for each concern based on the proportion of business that 
it did and permit it to manufacture its share in any 
time as and when it saw fit to do so. However, this was 
later denied emphatically by Edward O. Otis, secretary 
of the association, who said that no definite plan of action 
by the association had yet been adopted. However, the 
directors are seriously considering the problems of the 
industry and how best to operate in solving them under 
the Recovery Act and are in touch with manufacturers 
in other sections looking to a solution. Reports of any 
definite plan being favored were untrue. They were 
simply working on the problem, said Mr. Otis. 

In New York, the representatives of the manufacturers 
of gold and jewelry and importers of watches, held a 
meeting at the Astor Hotel on May 16, for the purpose 
of forming a temporary organization to act with the jew- 
elry manufacturers in the metropolitan district. It was 
resolved to organize a permanent committee to be known 
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as the Jewelry Manufacturers Committee for the purpose 
of study and to confer and cooperate with other manufac- 
turers in the trade on any matters involving the welfare 
of the jewelry trade in general. . 

Joseph L. Herzog, of Jos. L. Herzog & Co., was 
appointed chairman, and the other members of the com- 
mittee were: R. G. Blancard, of Blancard & Co.; John 
A. Potter, of M. B. Bryant & Co.; Ira Guilden, of 
Bulova Watch Co.; Albert E. Levy, of England, Klein 
& Levy ; Edward Gross, of Benj. & Edward J. Gross Co. ; 
Benjamin S. Katz, of Katz & Ogush; Jacques Kreisler, 
of Jacques Kreisler & Co.; Herbert Ollendorff, of I. 
Ollendorff & Co.; Cyrus Price, of Shiman Bros. & Co.; 
Meyer L. Robbins, of Untermeyer, Robbins & Co.; W. 
Waters Schwab, of J. R. Wood & Sons. 

On May 24, Mr. Herzog and members of his com- 
mittee with representatives of the Newark manufactur- 
ing trade held a meeting in the Astor House, New York, 
where the question of a manufacturers organization as 
well as a national organization to represent the entire 
jewelry trade was formally discussed. 

A resolution was passed favoring the formation of a 
national organization which would include all branches 
of the jewelry trade and that the Newark and New York 
manufacturers should cooperate with the New England 
Association in such work; that on the directorate of the 
national association the New York and New England 
industries have equal representation and that the manu- 
facturing industry in all centers be represented equitably. 
Also that the chairmen to be elected by the board form 
sub-committees representing each branch of the industry 
and each sub-committee to arrange for the adoption of 
rules governing its own branch. A telegram embodying 
the resolution was forwarded to the New England manu- 
facturers by the committee. 

The Jewelers Vigilence Committee has prepared an 
analysis of the Recovery Bill which is being sent to all 
branches of the industry with suggestions for immediate 
organization under its provisions. 


House Passes Industrial Recovery Bill 


WasHINGTON, D. C., May 26—The House passed to- 
day by a vote of 323 to 76 President Roosevelt’s industrial 
recovery bill, combining a far-reaching plan for govern- 
ment control of industry with an authorization for a $3,- 
300,000,000 public works program and $700,000,000 in 
tax levies. 

Leaders declared that the Industrial Recovery Act was 
probably the greatest and most far-reaching piece of legis- 
lation offered to a Congress of the United States in times 
of peace. Under the terms of the industrial sections, the 
President would have the authority to promote, encourage 
and require the establishment by private industries of fair 
competition codes looking to the regulation of production 
and prices, the establishment of maximum hours of work 
and minimum wage scales and any other factor in which 
the public interest and welfare were involved. 


' 
| 
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The Hope Diamond 


T is a matter of regret that the an- 
nouncement by Mrs. McLean, 
the owner of the Hope diamond, that 
she was about to raise money on this 
gem and other jewelry for the pur- 
of saving the Washington Post 
for her children, should again be used 
gs an excuse to perpetuate the wild 
and in many cases, baseless stories of 
ill luck that have been published about 
this blue diamond in the last 30 years. 
Not only did the daily papers con- 
tinue to again publish the silly stories 
as to this gem, but even the Literary 
Digest devoted many columns to a 
review of these old and various weird 
stories. 

As a matter of fact, all we actually 
know about the 44% carat (old 
weight) blue diamond, known as the 
Hope, goes back to 1830 when it ap- 
peared in its present form in the hands 
of Daniel Eliason, a London diamond 
dealer, who later sold it to Henry 
Thomas Hope, a _ banker, whose 
daughter married into the family of 
the Duke of Newcastle. It was 
eventually inherited by Lord Francis 
Hope (the present Duke), and when 
his assets were sold by the Chancery 
Court in London in November, 1901, 
the stone was purchased by a syndi- 
cate headed by Simon Frankel, the 
New York gem importer. Mr. 
Frankel brought the stone to this 
country in November 26 of that year 
and it remained in the possession of 
his firm for about seven years, when 
it was sold in 1908 to Salem Habib, 
who was financed by a French bank- 
ing firm which held the stone for 
years as collateral to secure the money 
advanced. It was finally sold to one, 
Rosenau, from whom it came into the 
possession of Pierre Cartier, the Paris 
jeweler, who, in 1910 through the 
New York branch sold it to Edward 
B. McLean. 

No ill luck was reported to have 
befallen Daniel Eliason or Mr. Hope, 
the banker, to whom he sold it, or to 
the Duke of Newcastle into whose 
Possession it came. Whether Lord 
Francis Hope is to be considered 
lucky or unlucky must be left to him 
to say. Simon Frankel suffered the 
same fortunes and misfortunes as did 
many prominent jewelry firms of his 
time. The report of Habib’s drown- 
ing was later declared erroneous and 
the Cartier firm which sold the stone 
to Mr. McLean is still one of the 
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most successful jewelry concerns in | 


the world. 

If the theory of Edwin W. Streeter, 
the London jeweler, and author, that 
the stone was originally the Tavernier 
blue diamond of the French Regalia 
is correct, there might be some basis 
for a few of the stories published, but 
even then 90 per cent of the stories 
told about the Hope diamond are 
untrue, partly untrue or without any 
foundation in fact. If a gem could 
establish a suit for libel, the case that 
could be made out by the Hope dia- 
mond would be a celebrated one. 


Jewelry Auction Ordinance Upheld 
by Court 


MuskocEE, OkLA.—District Judge W. J. 
Crump has sustained the validity of a city 
ordinance prohibiting the conducting of 
jewelry auction sales at night and set aside 
a temporary restraining order preventing 
city officials from enforcing provisions of 
the ordinance upon J. M. McEntee & Sons’ 
jewelry store who have been conducting 
a day and night auction. 

The court entered the ruling after hav- 
ing had the case under advisement since 
a hearing. He specifically held in his 
finding that the McEntee company had 
conducted “fair, open and honest sales and 
that the auction sales conducted by them 
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have not been harmful to the citizenship 
of Muskogee.” 

“I realize, however,” Judge Crump 
said in his decision, “that other people 
might put on auction sales that would be 
guilty of fraud, misrepresentations and 
might conduct themselves in such way as 
to be injurious to the safety and welfare 
of the citizenship of Muskogee.” 

Judge Crump held in his decision that 
the ordinance supposedly was adopted for 
the protection of the public health, morals, 
safety and welfare and that the court had 
no right to question the motives that 
caused the city council to adopt the 
measure. 

Harry G. Davis, attorney for the 
McEntees, excepted to the judgment and 
gave notice that he might appeal to the 
state supreme court for a writ of prohibi- 
tion to stop execution of the order. 

This decision is the second upholding 
the constitutionality of the jewelry auction 
ordinance. Last December, R. M. 
McCurtain, district judge at Wilburton, 
held the measure to be valid. 





Jewelry Tax Returns in April 
Were $2,548,215 


WasnHincton, D. C., May 20.—The 
Treasury reports receipt during April 
of taxes amounting to $2,548,215.45 on 
the sales of jewelry, watches, clocks, etc. 
As this will cover the sales actually made 
during March our manufacturers, im- 
porters and producers must have ended 
the first quarter of the year with monthly 
sales aggregating $25,482,154.50. 








BEBE SESE SS 


A Few of Over 500 


References 
Meyer, Joseph, Co., Memphis, 
Tenn. $90,000.00 


Wm. Graves & Bro., Memphis, 
Tenn. 70,000.00 


M. Waldhorn Co., New Orleans, 
La. 100,000.00 


Bingman Bros., Cincinnati, Ohio 
60,000.00 


Geo. B. Rose, La Crosse, Wis. 


30,000.00 * 


Jantzen & Railsback, Los Angeles, 
Cal. 40,000.00 


I. Staples, Portland, Ore. 
40,000.00 


O. Schlueter, Austin, Minn. 
32,000.00 


E. O. Zadek Co., Mobile, Ala. 
80,000.00 


Hess & Slager, 2 sales, Jackson- 
ville, Fla. 85,000.00 


Seidel & Son, Pittsburgh, Pa. 
(Est. 75 years) 125,000.00 


Newton Allan & Casperson, Hous- 
ton, Texas 75,000.00 


Shaul & May, Atlanta, Ga. 
112,000.00 


Mermod, Jaccard, St. Louis, Mo. 
150,000.00 


The Emerald Jewelry Co., 
Mobile, Ala. 


Stock & Bickle, Inc., 2 sales, 
Toronto, Canada 100,000.00 


Engene V. Haynes, Atlanta, Ga. 
60,000.00 


Brodegard Bros. Omaha, 
Neb. 80,000.00 


A. Kurtzaborn & Sons, St. Louis, 
Mo. 65,000.00 


Co., 


Kingsbocker Bros., Pittsburgh, 
Pa. 27,500.00 


Hunkins Jewelry Co., Billings, 
Mont. 47,000.00 





THOMAS R. REID 
“The Larches,’’ 
Peru Road 
Dubuque, Iowa 











70,000.00 


THOMAS R. REID 


“MIGHTY MAN O’ THE HAMMER” 


AMERICA’S BEST KNOWN AUCTIONEER 
“THE LARCHES,” PERU ROAD 


DUBUQUE, IOWA 
BUNDE & UPMEYER COMPANY, Milwaukee, Wisconsin 


AFTER FIFTY YEARS IN BUSINESS DECIDED TO 
LIQUIDATE THEIR BUSINESS. 


They held a sale conducted by a sales company last 
fall before the holidays. They did not accomplish 
their purpose so they decided to hold an auction sale. 


Every well known auctioneer in this country put for- 
ward every effort to secure the sale. After careful 
investigation they sélected Mr. Thomas J. Faussett 
and myself to conduct this all important sale. 


WE WILL LET THEM TELL YOU WHAT WE DID 
FOR THEM—RUNNING RIGHT THROUGH THE 
BANK MORATORIUM AND CLOSING SATURDAY 
APRIL THE FIFTEENTH WITH A PACKED HOUSE. 
The last week was the banner week of the sale—the 
last day’s receipts were $4,300 in cash with virtually 
an empty store. 

Write them. 


THE CITY OF ST. LOUIS 


We sold for Mermod, Jaccard & King, 
Bolland Jewelry Company, Hess & Cul- 
bertson, Heffren & Neuhoff, Drosten Jew- 
elry Company, Selle Jewelry Company— 
IN ONE GROUP SALE THAT IS THE 
TALK OF THE COUNTRY. 


THomas R. Rep 


To Whom it m@y concern: 


. 
Mre Thomas Reid, with his Associates, has just completed a 
five week sale of the six leading cash Jewelers of our City 
and it is @ pleasure to speak a good word for him. 


He is @ man of unquestiondble ability, a very hard worker 
and one whose sincerety of purpose and excellent sales force 
cannot help but produce big results in any sale which he is 
conducting. 


Mre Reid makes a fine impressinn on his audience through his 
clever wit and ability to keep his buyers in a happy frame 
of mind while he is putting over a sale. He is & man of his 
word, attends strictly to business during a sale and would 
be @ oredit to any Institution for whom he is workinge 


é 
My very best wishes go with him as he leaves St. Louis and if 
I ever have occasion again to conduct a sale, he will be one 
of the first men I will look far to help conduct it. 


Yours very truly, 


HESS & C TSON JEWELRY COMPANY. 


‘ 
Leo Jo Vogt, 
President 


A Few of Over 50 
References 


Remo Jewelry Co., St. Lg 
Mo. $40,000, 


Rushmer Jewelry Co., Py 
Colo. 30,0004 


Pfeiffer Bros., Little Rock, Ay 
85,000; 


Feagans & Co., Los Angeles, Cs 
227,0008 


Feagans & Co., Los Angeles, 
Second sale 800,0008 


Feagans & Co., Los Angeles, Cg 
Third sale 385,000; 


Louis Lechenger, Houston, Tex, 
85,000. 


Pike & Kramer, Dallas, Tex. . 
50,000 


Peiken Bros., Atlantic City, NJ 
225,000.0 


Brant & Pettinos, ‘Atlantic ; 
N. J. 150,000.0 


Mogi Eminary & Co., Atlant 
Gity, N. J. 100,000.01 


Campbell & Ginder, Los 
geles, Cal. 2 sales 240,0004 


Vail Jewelry Co., Wichita, 
173,000. 


T. McBuchanan, Petersburg, Va 
40,000.01 


Bert Ramsey, Cleveland, Ohio 
45,000.01 


C. Joseph Co., Schenectady, N. 
55,000 


Thomas Brown, Quincy, Ill. 
3 sales 75,000 


Mitchell Greer Co., Fort Worth 
Tex. 150,000 


C. A. Clemment Jewelry 
Springfield, Mo. 40,000.01 


Chas. Crankshaw, Atlanta, Ga. 
78,000.08 





THOMAS R. REID 
1830 Lawrence Ave. 
Chicago, Ill. 
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